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on the new Mode! UB gives plenty of space for a 
change of pace 
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Whether they're cap screws, carriage bolts or wood 
screws... or such items as cotter pins or wing nuts 

. you can depend on Nat for the best in fasteners. 

“National” quality-controlled fasteners are always 
uniform ...in structure, in packaging and in perform- 
ance. For quality inside and out, specify “National” 
fasteners in the distinctive red and black cartons. 
These “National” cartons provide quick and easy 
fastener identification — resist soiling and dress up 





your fastener shelves. 





For any type of fastener, “Better Buy National.” Weed Screws Steve Bolts 
Write us today for full information on the Machine Screws Carriage Bolts 
“National” line. Nuts Lag Bolts 

Cap Screws Machine Bolts 
Tapping Screws Cotter Pins 


THE NATIONAL SCREW & MFG. COMPANY Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 





Vor 


ational 


ks > 
- y) FASTENERS Sf HODELL CHAINS 


CHESTER HOISTS 
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ITS BETTER LOOKING / 


(ITS GALVANIZED STEEL ) 


under this coating is strong, durable steel, 


Never underestimate the sales appeal of the attractive base metal 
spangles on galvanized steel roofing. Surface appearance either plain or copper-bearing. 
is one of the main reasons this roofing is so often selected , 

Stormproof gives excellent protection in all kinds 
in preference to othe: types. The customer has had 

of weather. It is reasonably priced. It requires no costly 
experience with many different galvanized-steel products 

. maintenance. It's a year around best seller in any 
and he knows that a roof of this material will give his 
hardware store. 


buildings a well-kept look for a long time to. come. 

Bethlehem Steel Company, Bethlehem, Pa 

On the Pacific Coast Bethlehem products are sold by 
uniform, tight coating of zinc that protects them from Bethlehem Pacific Coast Steel Corporation 

Export Distributor Bethlehem Steel Export Corporation 


Bethlehem’'s Stormproof roofing sheets have a 


corrosion, and gives them a bright, clean finish. The 


STORIUPROOF COVERS THE SOUTH 
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WORK —that's what Columbian Rope 
is made for — brutal, punishing work 
where every fibre must be able to stand 
sudden strains and heavy loads month 
after month, in all kinds of weather. 


Fishermen who know their ropes insist on 
5 4 Columbian. It's easier to handle even 
when wet — non-kinking — waterproofed 


against rot — resistant to abrasion and 


a i | wear. 
bs Look for the red, white and blue markers 
identifying Columbian Pure Manila. 


There is no finer working rope. 


COLUMBIAN ROPE COMPANY 


440-70 Genesee St., Auburn “The Cordage City,” 
New York 
Red 
White 
Blue SQ 
— 
COLUMBIAN | 


4, TWINES 7 
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Stock the Fishing Tackle 4 


Your Customers Want... Bed, 


the fast-selling lines you'll find at King’s! 
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@ Glass compartments 
attractively display 106 
items ¢ Sturdy construc- 
tion, washable enamel 
finish * Colors: Coral & 
gray with black kick- 
board «Illuminated illus- 
trations of typical bolt 
uses, fluorescent light, 
approved wiring. 


WHY EVERY 
MODERN HARDWARE STORE NEEDS A BOLT BAR .,,, 


AL 


a>? 
@ Completely eliminates time-wasting fumbling i . and searching. 


Uh) 
@ Balanced stock of 106 fastest moving hardware sizes of carriage, machine, lag, stove bolts 


and washers. 


@ Retail price tickets each item priced for 50% profit. 

@ The bolt gauge qgneiee and carry home bags %/} save your time and your customers’. 
@ Helps you beat chain store competition! ~— 

@ Increases store traffic RiRR and helps sell other products. 


and most importantly. . . 
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Ps JED MONOFILAMENT... 


= Tha line fe foal growing spol! 


Spinner is smooth braided Flexon monofilament, 
ovtstanding in weights four pounds and above. 


Monofilament lines in heavier weights are inclined 
to loop in casting. SPINNER eliminates this 
problem by hard-braiding fine smooth strands of 
Flexon monofilament into a line which handles 
easily...can use heavier weights...gives maximum 
distance in casting. Unlike other braided mono- 
filaments in the past, SPINNER is slick as glass, 
and as non-absorbent. Excellent for salt water spin- 
ning, SPINNER will handle the big ones with ease. 
SIZES: 4, 6, 9°, 12, 18 Ib. test 


*Nine pound test meets official tournament casting requirements, 


% SUNSET LINE « TWINE CO. 


89 JEFFERSON STREET - PETALUMA, CALIFORNIA 





SOUTHERN HARDWARE for DECEMBER, 1952 


























, ih 
} | “BLINDFOLD TEST” BY DEALER 
PROVES L-O-F EASIEST TO CUT! 


cuts. Try curves. Try narrow cuts, wide cuts, long 









Joseph Stastny reports: 


cuts, light or heavy. You'll see why you'll have fewer 
“I liked the smooth feel of the cut I . & 


bad cuts—less waste and more profit with L-O-F. 


ran on Brand “C It was sure the %& Why? Because slow annealing makes L-O-F win- 

easiest tocut. Wasn't grainy at all.” dow glass less brittle. So it’s a better buy for your 
. customers, too. 

In the LaGrange Hardware Company store, Mr. If you do not stock this quality sheet glass, order 

Stastny tried cutting four unidentified brands of from your nearest LOF Distribute. These teosl 


single-strength window glass. The labels had been 
removed and each 12” x 16” piece was marked “A”, 
“——) ~ +e = 

Without hesitation, Mr. Stastny picked “C 


businessmen are listed under “Glass” in the yellow 
pages of phone books in principal cities throughout 
” the country. And send for your free booklet, ‘For 
Brand “C” was L-O-F. Greater Profits on Window Glass’’. Write Libbey 

Try The Test Yourself Owens ‘Ford Glass Company, 71122 Nicholas Build 
Compare L-‘O-F with any other brand! Try angle ing, Toledo 3, Ohio. 
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Here's the tackle that wiil make spin casting 
enthusiasts of your customers. It’s built with 
all of South Bend’s long experience in making 
fine tackle... and priced for every prospect. 
Ask your jobber about this top-quality, fast 
selling tackle nou’! 


HOLLOW GLASS SPINNING AND FLY ROD 
You'll sell them years of enjoyment in this quality 
built 2-piece rod. Perfect lengths and action for light 
lures. Power and backbone to bring in big fish. Also 
to-use reel. One-hand operation—no pick-up has fly rod reel seat. Lengths 6 4°, 66" and 7’. Weights 
arm. Perfect line flow for longer casts. Mi- : 4, 4¥_ and 4% ozs. No. 44369—$16.95 and $17.95 
crometer-accurate tension adjustment. $27.50 Other spinning rods $11.95 to $39.50 


SPINCAST”® REEL 
for Longer, Easier Spin Casting 
Get the best out of spinning with this easier- 


FISH LOVE ’ 


"2 FF 


SPIN-ORENO* — New, 
Bass-Oreno ac- 
1/5 ounce 65¢ 


DECEIVER® Ny- 
lon Monofila- 
mentLine. 2-15 lb. 
tests. 100 yards 


80c and up. 


SPIN-1-DIDDEE * — lors 
of surtace action.1/4 has 


ounce $1.25 non 


FIN-DINGO *— Wor cs 
at any depth, casts 
easily. 1/2 oz. $1.25 


o 
ss 
. 
~ 


SPIN-I-DUZY *—New, 


LI'L RASCAL® — gers 
the shy big ones. 1/4 
ounce $1.25 


SUPER-DUPER® —New, 


DECEIVER® Braided 
Nylon Line for spin or 
light bait casting. 4, 
6 and 8 Ib. tests. 100 
yards $2.10 and up. 


ka 


CASTING SPOON FISH-OBITE® in- 


spinning and salt water rods — 


semi-weedless, gets 


fish. 3, 10 ounce $1.25 


NEW TRADE CATALOG 


Shows all South Bend tackle. Includes mew bait, fly, 


mew recls—mew lures — 


new lines. Write for it— you need it! 
SOUTH BEND BAIT CO., 9960 High St., South Bend 23, indiene 


has crazy lively mo 
tion. 1/3 ounce $1 


always good for re- 
sults. 3/8 ounce 40¢ 


sured to catch fish, 
4,10 ounce $1.25 


SOUTH BEND 












REPUBLIC UPSON 
BOLTS AND NUTS 


Clean threads that mate properly, 

run on smoothly ... 

Accurate threads that give you the designed 
amount of engaged-thread area for 
full-strength bolting-up. 

You get both these benefits when you specify 
“Republic Upson Bolts and Nuts.” 

Over 20,000 sizes and shapes give complete 
coverage of your fastener requirements. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 

CLEVELAND 13, OHIO + GADSDEN, ALABAMA 

Export Deportment, Chrysler Building, New York 17, N.Y. 





\ 
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20” TRIMMER TYPE ROTARY POWER MOWER 


The Cooper Cyclo-Mo model was designed with proper balance particularly 

in mind to provide the greatest possible ease of handling. The large 8-inch 

} : diameter rubber tired roller bearing wheels actually make handling much 
: t yaar easier than pushing an ordinary hand mower 

- This new Cooper gives you everything expected in a Rotary mower - good 

Fi design and construction, easy handling with plenty of smooth engine power 

under al! cutting conditions, plus the added advantage of side delivery from 


and weeds - and eliminates wind-rowing or clogging 


‘] COOPER MANUFACTURING CO. Scscco in. $x | 


~ 
. $ >. . ‘ the Cooper-built adjustable chute to the front that ejects all cuttings - @rass 
ia} 
he. 





fits 


stands up for easy and compact 
storage 


i 


"s 


Order from your nearest distributor or write for 
name, literature and complete information. 


LEE 


BUILT FOR THOSE WHO WANT THE BEST 


FOR '53 - BIGGEST SALES PROMOTION IN COOPER HISTORY 


rcp i ) ot . AM 
sik Summed beter Homes American City FRICAN Llower Growel PARK 





We mean business... 
for you! 





: 


| | Yale features fast-selling hardware 
| in special fall ads aimed at 


| 7% million customers 


THAT MEANS MONEY IN YOUR POCKET 


ee ee 


o 


Check stocks Here’s a natural money-maker...an all-out advertising cam- 
paign featuring only fast-selling hardware products. That's 
exactly the kind of profit deal Yale has for you! Starting 


now November, power-packed ads... like those shown at the right 
eee ..- Will pre-sell Yale #197 nightlatches, #570 door closers and 
#830 padlocks. So, stock up now and add punch to your own 


lace our selling by writing for FREE reproductions of these Saturday 
Evening Post and Better Homes & Gardens Ads. Write: The 
Yale & Towne Manufacturing Co., Dept. A, Stamford, Conn. 


order today! (In Canada: St. Catharines, Ontario) 


Ss a 
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al or "lection 

paras November 29 ) 

‘ee \ Better Homes & Gardens Air. 


December 









Saturday Evening Post 
November 8 » WF ceca, ( Saturday Evening Post 
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Better Homes & Gardens 
November 
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GIVE YOUR CORDAGE 
SALES A DOUBLE LIFT 





se 3 

die. Your 

choice — Manile 
or Sisel 





HANDY 
COILS 
AND 
HANDY 
TWINES 


Seven popular 
types of “Ameri- 
can Brand” Jute 
Twines are packed 
in Handy Boxes 








Here's @ double-barreled boost for your cordege sales These 
smart modern counter display peckeges make impulse sales thet 
increase your rope and twine volume and profit with less selling 
effort. Boxes come to you factory-sealed with the product 
mill-fresh and clean. You'll find it worthwhile to order 
“American Brand” Handy Coils and Handy Twines. 

Order from your supplier, or use coupon to get more information 
and name of nearest “American” distributor. 


American Manufacturing Company, Brooklyn 22, W. Y. 


Sapo 9 Fete 9 See o Festine © Crest ont Gti Yom 
Offices: Boston « Chicege Orleens 
Philedeiphic @ Sen pi. 
Branch Foctory: St. Lewis Cordege Mills, St. Lowis 4, Mo. 


. Meble & West Sts., Brookiys 22, N.Y 
Please send complete information and delivery schedules about 
Handy Coils Manila Sisal Hendy Jute Twine 
Name 
Company 
Address 





The official spokesman for 
America's businessmen asks 





N PRESIDENTIAL years, our thinking frequently 
becomes entangled in the briar patch of emotion 

Our thoughts are lured down rabbit trails by our 
likes or dislikes for competing candidates. Personali- 
ties dominate the political landscape. 

Secondary issues assume a stature out of all pro- 
portion to their base significance. Primary issues are 
sometimes swept beneath the rug by the broom of 
generalities. Our hearts tend to monitor our heads 

But the election is over, We should be in the clear 
now to appraise the future with candor and dispassion 
We have chosen a new President and a new Congress 
But we did not settle the fundamental issue of our 
times 

The issue remains 

Broadly put, the issue is: Socialism or competitive 
capitalism? 

The election in November could not resolve this 
issue. No one election could resolve this issue. No 
change in faces in Washington will frighten it away 

For good, in some cases, or for bad, in certain 
others, the federal government today is deeply en- 
meshed, if not permanently entrenched, in our econ- 
omy. There are more civilians on the federal payroll 
today than the total population of the original 13 
colonies in 1776 

It is often good to employ government as an agent 
for all the people in performance of chores beyond 
our individual or group capacity. This practice is not 
new. It has a long record of success. Under the Home- 
stead Acts of the 19th century, government, as an 
agent, served us all and served us well. This con- 
tributed to the vitality of our competitive capitalism 
which must expand to live 

It is always bad to hand government the power of 
decision that should rest with the free market. Price 
controls are a latter-day example. The bureaucracy 
in charge has substantially ignored profits as an in- 
centive to produce, but approved wage and tax in- 
creases. It has contrived to force the manufacturer, 
supplier, distributor and retailer to absorb these costs 
It by-passed the simple economic truth that competi- 
tion in the market place inspires production, attracts 
the consumer and keeps prices at levels that are fair 


Copyright 1992, 0 RB ¢ 
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How Much Government 


By LAURENCE F. LEE 
President, Chamber of Commerce of the United States 


to all. Price controls are among the favorite usages 
of socialism 

Most business men, by the very nature of their 
work, recognize the difference between government 
in the role of agent and government as a decision- 
maker. Give government too free a hand in the role 
of agent, and the traditional relationship of the people 
as master and government as servant can easily be 
reversed. 

There is a definite peril point. This is not under- 
stood by millions of our people, and the apostles of 
socialism in America encourage this confusion in 
every way they can. 

In the course of 20 years, we, as a people, have be- 
come vulnerable to the blandishments of socialism. 

Nothing but a change in the attitude of many mil- 
lions of Americans can insure us against a slow disin- 
tegration of our competitive capitalism as socialism 
inches its way into our economy, propelled by tireless 
missionaries. 

Two generations have known nothing else but pa- 
ternalistic government—the generation that came of 
age in the nineteen thirties and the generation that 
came of age this year. One generation remembers the 
bleak days of the depression and—with many and 
notable exceptions, of course—has been taught to 
believe that “Washington” pulled us back to pros- 
perity. The other generation accepts “big govern- 
ment” as a natural element in our society. 

Regardless of how they may have voted in Novem- 
ber or what prompted them to make their choice of 
candidates or party, both generations—again allow- 
ing for innumerable exceptions—are conditioned to 
accept a major role for government in the national 
economic drama 


This is the first article in a series by leading 
Americans written especially for SOUTHERN 
HARDWARE and the other W. R. C. Smith 
publications. The next article, by Senator 
Harry F. Byrd, will appear in our January 
issue. Senator Byrd will deal with the problem 
of government spending. 


Smith Publiching Co., Atlemta, Ge 
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Shall We Hire? 


No. 1 of a series on problems 
of business and government 


Both political parties have been infiltrated by men 
who do not call themselves socialists, but who believe 
in socialism. They are aware that we will never buy 
secialism under that name at the ballot box, so they 
avoid the tag. They profess aversion to government 
ownership of industry. But they avidly crusade to 
make private ownership eventually impossible 

They hope to have a field day if we experience a 
post-mobilization readjustment in our economy, as 
presently seems likely. All the old socialistic sleepers 
will be trotted from the stables. There will be a loud, 
new hue and cry for federalized housing, federalized 
education, federalized medicine. The socializers will 
clamor for a new WPA, ten times the size of the 1933 
model. 

Old untruths about the usages of government will 
be repeated, and we will hear a host of new ones—all 
calculated to instill the idea that our economy cannot 
provide for its people without government at the 
steering wheel. If the people buy these falsehoods, no 
president and no congress can save free enterprise 


Counter Untruths with Facts 


It behooves the business community to anticipate 
the socializers. The socializers have an Achilles heel 
Facts can hamstring them. But not unless these facts 
are diffused at the community level—and not unless 
the facts are couched in crystal clear language, easily 
grasped. 

The business man must constitute himself an in- 
dividual center of initiative to knock down the un- 
truths of socialism with the unadorned facts, but that 
is merely half his obligation. The other half consists 
of translating the facts into the language of his own 
Main Street. This kind of leadership is not simple, but 
it is a plain case of “lead or be led to liquidation.” 

Let us consider a few of the socializers’ favorite 
untrue and misleading statements and balance the 
untrue with the fact: 

1. Untrue. Federal government devices “cured” the 
depression of the nineteen thirties. Federal govern- 
ment “solved” the unemployment problem. Therefore. 
more government is a good thing. 

Fact. In 1933, unemployment was estimated in ex- 


SOUTHERN HARDWARE for DECEMBER, 1952 





MR. LEE is president of the Peninsular ac lasur- 
ence Co., Jacksonville, Fic, and of Oc- 
cidental Life insurance Co., Raleigh, N. “ec. For 
years a leading figure in the U. S$. Chamber, he 
was elected president last May. 


cess of 11 million. Seven years and billions of tax 
dollars later, there were stil] about 8 million unem- 
ployed. Meanwhile, one government device after an- 
other had thwarted the efforts of private industry to 
develop new markets, expand the industrial plant and 
create new jobs. The benzedrine of war and remobili- 
zation stimulated our seemingly prosperous times 

2. Untrue. The Federal Housing Administration has 
benefited many people, so we ought to have a full- 
scale, all-out federal-aid-to-housing setup 

Fact. An FHA mortgage involves no government 
money. Business men should not assume that every 
one knows this fact. A surprising number of people 
do not know that FHA is essentially a self-supporting 
mutual insurance fund covering private loans oper- 
ated by the federal government only as agent. The 
income from the insurance charges paid as part of the 
regular payments is more than sufficient to meet all 
costs of administration as well as losses. FHA has 
helped to make the home mortgage a nationally nego- 
tiable instrument. This has facilitated the flow of 
home financing credit from areas of surplus to areas 
of need. Moreover, FHA accounts for only a third of 
the mortgage market. Most mortgages are of the con- 
ventional type. This is as it should be 

On balance, the FHA falls into the category of gov- 
ernment hired as an agent 

3. Untrue. “Look what the federal government has 


REPRINTS up to five will be furnished without charge. Larger 
quentities will be supplied et cost 
W. R. C. SMITH PUBLISHING COMPANY 
806 Peachtree St. N.E. Atlante, Georgie 
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done for the farmers! It just goes to show that a big 
government is a good thing.” 

Fact. Business organizations, by and large, endorse 
the principle of helping the farmer strike a balance 
between the cost of things he buys and the commodi- 
ties he has for sale. A prosperous agriculture is a 
nationally sound objective, and the farmer's opera- 
tions are at the mercy of nature in all her fickle 
moods. This somewhat sets him apart from the rest 
of us. 

The further fact is that a high level of demand from 
consumers here and abroad has made the farmer pros- 
perous, His produce has seldom gone begging since 
the early stages of World War II. In recent years, 
many of the more important farm commodities have 
been above parity levels. 

4. Untrue. “Look at the great success of TVA. This 
proves that government should build more hydroelec- 
tric dams and go into the power business more and 
more.” 

Fact. In the next several years, TVA will be gen- 
erating more electric power by steam generators than 
by water power. It has charged off (to the taxpayers 
of the whole country) about one hundred fifty million 
dollars of the cost of its hydroelectric dams in the 
name of navigation. TVA pays no interest on the gov- 
ernment funds it uses; it pays no federa] taxes. It 
costs the government more to keep the Tennessee 
River open to navigation than it would to pay the 
freight bills for every one who uses barge transport 
on the Tennessee and—ship the goods by rail. 

TVA has charged off (to the taxpayers of the whole 
country) another one hundred fifty million dollars in 
the name of flood control, But the government’s own 
General Accounting Office states that TVA “has not 
conclusively substantiated the flood contro] benefits.” 

It is self-evident that the uses of a dam for both 
flood and hydroelectric power are incom- 
patible. If the dam is full of water stored for power 
use, it will have no room for storage when the flood 
comes. If space is left behind the dam for flood control 
storage, the water is not there during the dry summer 
months when the power storage is needed. 

The private utilities of this country are anxious to 
build hydroelectric dams (at no cost to the tax- 
payers) wherever the cost compared with the poten- 
tial income would make the venture pay off. The rates 
which private companies charge are fixed, of course, 
by state utility commissions, So it follows that public 
dams fall into one of two categories: either the dams 
would have been built by private enterprise, or they 
are uneconomic investments. Private utilities pay 
taxes, including taxes for local elementary and second- 
ary schools. Government utilities eat tax dollars 

These are merely samples of free-wheeling untruths 
as countered with the facts. We can all think of many 
others. The socializers will point to the Federal 
Deposit Insurance Corporation as a splendid example 
of government-in-business. The fact, of course, is 
quite different. Through the FDIC, we employ gov- 
ernment as an agent to insure bank deposits up to 
$10,000. The taxpayers are not stuck for the premium 
costs. 

Within the intent of the law, at least, our social 
security program is another example of employing 


control 
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the federal government of this country as an agent. 

Properly administered, these devices are useful to 
competitive capitalism. The socializers constantly en- 
deavor to use the “agency authority” of government 
as a cover for less defensible and indefensible aids 
and subsidies. To put it in down-to-earth American 
language: That is their gimmick. 

The great fact, against which the untruths of social- 
ism blunt themselves, is best framed as a question: 

“If a big government is vital to the well-being of 
our people, why has socialism failed so miserably 
wherever it has been tried?” 

The American success story is the miracle of mod- 
ern times. Competitive capitalism works. It works so 
well we seem to think we can siphon off billions of our 
substance to shore up the economies of socialistic 
nations which have not succeeded and give but scant 
promise of success. American counterparts of Euro- 
pean socialists would exchange proved success for cer- 
tain failure. In their economic concepts, they reincar- 
nate the thinking of the feudal ages. They may call 
themselves “liberals,” but they are, in truth, “reac- 
tionaries” of the blackest stamp. 

The great untruth they peddle is this: That freedom 
is divisible 

Freedom is not divisible. Freedom involves the right 
of free speech, free worship and the free press. But it 
also involves our economic liberties. They are also 
human rights. 

The right of property is a human right. The right 
to invest is a freedom, and so is the right to invest 
without unfair competition from government. The 
right to quit a job or take a job is an economic right, 
but it is also a human right. 

The right of free decision entails more than a free 
choice of church and reading matter, It entails the 
right of free decision in the market place. Freedom in 
America is a blend of personal and economic liberties 

Freedom is the pith of the American story. 

The test must be: Who makes the economic deci- 
sions? 

If they are made by the business man in his office, 
the farmer in his fields, the worker in his free and 
voluntary union—or the housewife at the shopping 
center, then competitive capitalism will live on and 
shower us with greater benefits. 

If the decisions are made in Washington, we are 
headed for socialism, a rationed existence, rationed 
opportunity and degeneration to a third-class power, 
ripe for the plucking by imperialistic communism 


Further Notable Articles in This Series 


This is the first of a series of articles on problems of 
and government. Among the authors of the 
to follow are: Senator Harry F. Byrd: John W. 
Chairman of the Tax Foundation; A. L. M. 
Wiaains, Chairman of the Atlantic Coast Line Railroad: 
C. H. Greenewalt, President of E. |. du Pont de Nemours 
& Co.: Senator George A. Smathers: Frank Wilkes 
President of the Southwestern Gas & Electric Co., and 
E. V. Rickenbacker, President of Eastern Air Lines. Others 
f equal prominence will be added. 
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hundred and one uses 


mm Woe wi 

ens DE utility range makes 
bee Cliriton Hardware Cloth a year 
c ’round, steady-selling item. Comes 
es in all standard widths and meshes; 


unrolls flat for easy handling. Lends 





* Herdwere Cloth is manufactured and sold 
under the brand name CALWICO in the West. 





itself to eye-catching display be- * 
cause it’s supplied in attractive = 
steel-banded rolls of 100 feet. ee 
For additional information write y 

we 


or phone our nearest sales office. KE 
J 





“whet tice, 


THE COLORADO FUEL AND IRON CORPORATION - Denver, Colorado 


ME CALIFORNIA WIRE CLOTH CORPORATION - Ooklond, Colifocmia 


a DIVISION — Atiente * Boston * Sulfate * Chirego 
~~ Batra © ew York + Phiteseiphia 
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HARDWARE PRODUCTS 


(FJ PRODUCTS OF WICKWIRE SPENCER STEEL DIVISION 
THE COLORADO FUEL AND IRON CORPORATION 
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Recommend Relaxation of 
Censtruction Regulations . 


A RECOMMENDATION that relaxa- 
tion of construction regulations 
scheduled for May 1, 1953 be ad- 
vanced to January 1 in view of the 
rapidly easing steel supply situa- 
tion, was made by a task group of 
the Construction Industry Ad- 
visory Committee recently in its 
meeting with the NPA 

Announcement of relaxation, 
which will increase amounts of 
controlled materials that may be 
self-authorized for commercial and 
most other types of construction as 
well as lift the ban on recreational 
construction, beginning May 1, 
was made on October 3 

Task group members told NPA 
that the effective date could easily 
be advanced to January 1 because 
the small amounts of materials 
concerned are normally warehouse 
supplies, and most warehouses re- 
port steel to be in good supply 


eo 


Predicts Adequate Supply 
of Plumbing Fixtures .. . 


SUPPLIES OF brass plumbing fix- 
tures and fittings will be ample 
for a continued high rate of resi- 
dential construction, the Plumbing 
Brass Goods Manufacturers Indus- 
try Advisory Committee said re- 
cently at a meeting with NPA 

The committee's estimate is 
based on a 1953 construction level 
about the same as 1952 and the 
continuation of present copper 
allotment levels. Industry repre- 
sentatives agreed that present pro- 
duction and inventories of their 
products are good 

NPA officials pointed out that 
while the copper supply is much 
better now than a year ago, there 
are several factors at work which 
could change prospects for the 
future. Among those cited were 
delays in shipments of foreign 
copper, increased stockpiling, 
strikes and price levels 


The industry was told that al- 


though nickel requirements and 
supply are coming into closer bal- 
ance, there is little possibility of 
increasing allocations for civilian 
products at this time 

Government representatives out- 
lined the potential demand for 
plumbing equipment expected to 
develop in the next year as a re- 
sult of housing, school and hospital 
construction. The estimates in- 
cluded about 40,000 units of public 
housing and 9,000 units of portable 
defense housing yet to be built 
under Public Law 131. If financing 
is available, hospital construction 
should continue at an annual rate 
of $720,000,000, while 80,000 class 
rooms are needed just to meet in- 
creased school enrollment, officials 
said 

+ 


First Quarter Allotments 
fer Civilian Preducts . . 


STEEL, COPPER AND aluminum al- 
lotments for first quarter 1953 
production of civilian-type prod- 
ucts have been announced by the 
NPA 

The new allotments maintain 
the fourth quarter levels of 50 
percent base period consumption 





Regulations Announced for 
Christmas Bonuses ...... 


Born THE Wace Stabilization 
Board and the Salary Stabilization 
Board have announced that any 
employer may pay any of his em- 
ployees—without prior approval 
from the board having jurisdiction 
—a 1952 Christmas or year-end 
bonus not exceeding $40 in value 
even though a lesser bonus or no 
bonus was paid last year 

Such a bonus is not restricted to 
cash and may be in the form of 
gifts provided the value does .x 
exceed $40 

If a Christmas or year-end bonus 
greater than $40 was paid in the 
preceding year bonus may 
continue to be paid 


such 





SOUTHERN 





of copper and 55 percent of alum- 
inum. 

R. A. McDonald, NPA Admin- 
istrator stated that NPA “wants to 
increase availability of metals to 
the consumer good industries as 
quickly as expanding supplies and 
defense needs permit, but several 
developments have nullified the 
possibility that first quarter allot- 
ments could be raised.” 

“In aluminum,” he said, “a pro- 
duction loss of more than a million 
pounds a day is being experienced 
as the result of deficiency in 
hydro-electric power from lack of 
rainfall in both the Pacific North- 
west and the Tennessee Valley 
Even so, the defense expansion of 
the aluminum industry has pro- 
ceeded so well that the 55 percent 
civilian goods allotment is 20 
points higher than in the first 
quarter of 1952 

“In copper a number of uncer- 
tainties, including lowered scrap 
deliveries, combine to prevent an 
increase above the 50 percent 
level. Here again, the percentage 
is higher than in the corresponding 
quarter of 1952, when copper 
brass mill allotments for civilian 
goods were at 35 percent and cop- 
per wire mill at 40 percent. 

“Despite the impact of the steel 
strike, screened military and de- 
fense-supporting needs for first 
quarter steel will be met,”” Mr. Mc- 
Donald stated. “But this leaves 
only enough steel for an initial al- 
lotment of 33 percent of base for 
most civilian-type goods.” 


o 


Material Alletments 
fer Repair Parts . . 


REVISION OF the consumer dur- 
able goods order, M-47B, to pro- 
vide flexibility for the first time in 
the use of controlled materials for 
repair parts production, has been 
announced by NPA 

The most important change an- 
nounced permits a producer of re- 
pair parts for products in the 
order's schedule to pool his con- 

(Continued on page 54) 
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“BEST INVESTMENT 
WE'VE MADE... 


SELLS MORE TOOLS THAN EVER BEFORE!” 


Folfurrias, Texos 


ROCKET-150 


P&C 


hand tools. Customer 
appeal proved by many 
case histories showing 
$230 in annual profit on 
initial investment of 


/ MORE SALES oF me 
Y MORE PROFITS - ie 
/LESS HANDLING COST 


GUARANTEED WITH P&C SELF SELLING MERCHANDISER 


Dealers everywhere have proven an investment in a 
P&C Self Selling Merchandiser pays off in profit-making tool 
sales. A complete hand tool department, the Merchandiser 
displays all the fastest-selling, most popular tools on an eye- 
catching revolving stand. Customers like the clear price 
marking. Store owners praise shadow markings for quick 


restocking. Everyone agrees that P&C puts retailers in the 
P&C HAND FORGED 


tool business in a big way! 

The P&C proved profit plan will work in your store. Ask your 

P&C salesman for full details. He'll show you the easy way 

to make guaranteed hand tool profits! TOOL COMPANY 

Write for free, fully illustrated folders giving all the facts BOX 5926-G, PORTLAND 22, OREGON 
Cable Address: PANDCTOOL 


on P&C Self Selling Merchandisers. 
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Business Outlook Good 
for 1953°s First Half 


RETAIL TRADE IN many fields 
likely will break records during 
the Christmas period and indica- 
tions are that 
will be good at least through mid- 
1953. All factors seem to indicate 
business for the next half 
though few economic fore- 
seem willing to make strong 
just what will 
half of next 


business, generally, 


good 
year, 
caste! 
predictions as to 
happen in the last 
year 

For one thing, military spending 
upposedly will begin to taper off 
in mid-year and there will be some 
reduction in business spending for 
expansion and modernization 


Output High 


At the moment, however, indus- 
trial production is in high 
and output, already at a post war 
high, is rising. Consumers have 
and a greater portion of 
this is going into goods and serv- 
rather than into savings ac- 
counts. Personal income in Au- 
gust Was at an annual rate of $267 
billion, and personal income pay- 
ments for the third quarter of this 
year have estimated to be 
about four percent year 
earlier Employment has 
stable for the year and any de- 
cline over the next several months 
1s expected to be slight 

Meanwhile, construction, one of 
the bulwarks of post War prosper- 
ity, heads into anothe: 
Starts on residences in 
be about 10 percent 
1952 and the ri 
ing may 
from 


geal 


money 


Ices 


been 
above a 


been 


good year 
1953 may 
than in 
build 
take some of the pressure 


less 


ing cost of 


ad- 
credit 


pros- 


demand and ome 
justment. But the easing of 


for 
orce 


restrictions on housing and 


pects for some rise in consumer 
incomes probably will 
continued high 
new homes in 1953 


The outlook for 


pport a 


level demand for 


less 


farmers 
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bright than for other groups. 
Farm prices have declined while 
production costs have continued to 
edge up. Gross farm income for 
1952 will be a little higher than 
in 1951, but the increase is about 
matched by higher production 
costs. Gross farm income for 1953 
is not expected to be larger than 
in 1952, and in view of production 
costs net income in 1953 may be 
down another five percent 


” 


Installment Credit 
Increases Sharply 


installment 
early May 
suspended, 


THE RAPID RISE in 
credit granted since 
when controls were 
contributed in large part to the 
pick up in sales of automobiles 
and household goods in May and 
June, the Department of Com- 
merce has reported 

Although credit granted de- 
clined in July and August when 
automobile output was low, in- 
stallment credit outstanding in- 
creased and at the end of August 


totaled 14.9 billion dollars, 1.6 bil- 
lion higher than at the end of 
April. 

The government 
out that “consumer credit out- 
standing does not appear unrea- 
sonably high relative to total con- 
sumer income after taxes.” 


° 


agency points 


Farm Prices Received 
Down Two Percent. . 


PRICE DECLINES during the 
month ended October 15 for meat 
animals, cotton, corn, chickens 
and potatoes, offset only in part 
by higher prices for milk, eggs, 
and fruits, were mainly responsi- 
ble for a 6 point—2 percent—drop 
in the Index of Prices Received by 
Farmers to 282, the Bureau of 
Agricultural Economics announced 
recently 

During the same period, lower 
average prices paid by farmers for 
feed, food, feeder livestock, and 
motor supplies, together with a 
continued downturn in seasonally 
adjusted farm wage rates, lowered 
the Index of Prices Paid, Interest 
Taxes, and Wage Rates to 282 
three points or one percent down 
from the revised September level 

With both the Index of Prices 


(Continued on page 54) 
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Wholesale Hardware Sales and Inventories 


From U. S. Dept 
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You can sell 
Mills and Tapers 


fe the year round 





~\ 
mg & 


ess oo Nagar 3 


Dis S003, Cie (en called fram ls cole 
inal purpose of filing sawmill saws) has 
become the most widely used type of file 
in the world. The variety of sharpening and 
smoothing jobs it can do is infinite. They 
abound in homes; on farms; in tool, repair, 
machine and hobby shops; in garages; in 
mills, factories and industrial plants; on 
boats and trucks; in carpentry and other 
building trades. There's a similarly wide 
need for the triangular TAPER files. 

About eight out of ten hardware store 
customers sooner or later become pros- 
pects for these files — many immediately 


if you display them conspicuously. 


Abeows 
ep ae St's oe bis ‘ le 


GET THIS DISPLAY UNIT—The assortment 
which comes in this FREE compact, flexible, 
refillable metal Display Unit No. 56 has been 
selected because these files are your most 
popular and fastest selling types and sizes. 
This model starting stock of Black Diamond 
brand high-quality files consists of 22. dozen 
Mill Bastards, including six 6”, sixteen 8” 
and ten 10” sizes; and 1 dozen each of Slim 
and Extra Slim Tapers...56 files in all. 


. . . . 
BETTER ACT AT ONCE—SEE YOUR 


WHOLESALER AS THE SUPPLY OF 
THESE DISPLAY UNITS [5 LIMITED. 


NICHOLSON FILE CO. + 15 ACORN STREET + PROVIDENCE 1, &. I. 


(in Canada, Port Hope, Ont.) 
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Evinrude Appoints Scott 
Assistant Sales Manager 


Evinrupe Morors, Milwaukee, 
Wis., has appointed Robert Scott 
to the newly-created post of as- 
sistant sales manager in charge of 
dealer relations, according to How- 
ard F. Larson, director of sales 

For the past several years, Mr 
Scott has been associated with ra- 


dio station WMIL in Milwaukee 





Robert Scott 


Previously he was a member of 
the Evinrude organization, having 
been with the company from 1942 
to 1949, when he was 
personnel director. In his new post, 
his major responsibility will be to 
give service and assistance to the 
nearly 4,000 Evinrude dealers in 
all parts of the country 


« 


assistant 


W. S. Pflueger, Enterprise 
Executive, Passes ... . 


WILLIAM S. PFLUEGER, 49, vice- 
president in charge of sales and 
a director of The Enterprise Man- 
ufacturing Co., Akron, Ohio, man- 
ufacturers of Pflueger fishing 
tackle, died October 12. He was a 
brother of John S. Pflueger, pres- 
ident of the company, and a grand- 
son of Ernest F. Pflueger, who 
founded the business in 1864 

Mr. Pflueger became il] in Au- 
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William S. Pflueger 


gust while on vacation at the sum- 
mer home of his mother, Mrs 
Ernest A. Pflueger, in the Les 
Cheneaux Islands near Hessel, 
Michigan. 

Mr. Pflueger'’s schooling includ- 
ed St. John’s Military Academy 
at Delafield, Wisconsin, where he 
was graduated with rank of Cap- 


tain, and Denison University at 
Granville, Ohio He joined the 
Sales Department of Enterprise 


immediately afterwards 

He is survived by his wife, and 
two sons, William S. Jr., in the 
U. S. Army at Camp Rucker. Ala- 
bama, and Theodore M 








Champion DeArment Helds 
Annual Sales Meeting . . 


THE CHAMPION DeArment sales 
organization held its annual meet- 
ing at Meadville, Penn. recently 
to discuss the new Channellock 
plier. During the two day confer- 
ence the sales promotion and ad- 
vertising plans for 1952-53 were 
outlined by William DeArment, 
sales manager of the company 
George DeArment, president, and 
Howard Manning, chief engineer, 
told of new equipment, plant ex- 
pansion and new manufacturing 
techniques 


° 


Hedell Opens Chicage 
Branch & Warehouse . 


Davip J. GEMMELL, director of 
sales, Hodell Chain Co. of Cleve- 
land, announces the opening of 
a new Hodell midwestern branch 
and chain warehouse at 640 West 
Washington Blvd., Chicago 6, Il 

Operations were begun Novem- 
ber Ist at Hodell’s new Chicago 
branch and chain warehouse 
Staffed by veterans in the chain 
field, the new service facilities will 
carry complete stocks of Hodell’s 
line of hardware and industrial 


Champion DeArment sales personne! at annual meeting 
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~“and a HAPPY 
- NEW YEAR! 


Besides extending our hearty wishes te you fer 
@ successful and prosperous year in 1953, we 
want to say: “THANKS for the business you have 
placed with us in 1952. We look forward with 
pleasure to giving you the same high quality, 
valve, and service during the year to come, that 
won for us your confidence ond good-will in 
the past.” 


SOUTHERN STATES 
IRON ROOFING COMPANY 
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chain and chain fittings and pas- 


senger car and truck tire chains 
and accessories 

Through its new branch Hodell 
now offers chain customers and 


suppliers in the Illinois-Indiana- 
lowa-Wisconsin territory overnight 
service on urgent chain require 
ments. Hodel] Chain Co. is a di- 
vision of National Screw & Manu- 
facturing Co., Cleveland, Ohio 


a 


Blackburn to Head 
Reo Lawn Mower Sales 


WILLIAM J. BLACKBURN has been 
appointed sales manager for the 
Lawn Mower Division of Reo Mo- 
Inc., Lansing 20, Mich 
Prior to joining Reo, Mr. Black- 


tors, 


burn was general manager of 
Trimalawn Mower & Equipment 
Co. Inc., one of the country’s lead- 


ing distributors of lawn and garden 





William J, Blackburn 


power equipment. He sales 
and management consultant for 
various firms in the United States 
and Canada for 


so 


Was a 


several vears al- 


° 


American Pad Holds 
Annual Sales Meeting 


THE AMERICAN Pap & Textile 
Co. recently held its annual sales 
conference at the plant in Green- 
field, Ohio. The meeting was at- 
tended by the management group, 
production department, the adver- 
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Present at American Pad’s annual sales meeting 


tising department and the entire 
sales organization, with the ex- 
ception of Hughson & Merton, West 


Coast representatives, and Bob 
Crowder, Rocky Mountain repre- 
sentative 

Henri Marc, president of the 
company, stated that 1952 had 
been a banner year tor ihe com- 
pany. He emphasized again the 
growing popularity of water 
sports and said that while com- 
petition will continue strong in 


1953, he expects Tapatco to con- 
tinue to lead the field through 
better planning, better service to 
Tapatco customers and continued 
product quality and extra mer- 


chandising service 


Ned C. Herrold, vice-president 
in charge of sales, introduced sev- 
eral new products, including the 


full color sleeping bag line 


° 


R. H. Coleman Elected 
Director of Rem-Cru . 


RowLanpd H. COLEMAN, vice 
president and director of sales, 
Remington Arms Company, Inc., 
has been elected a member of the 


board of directors of Rem-Cru Ti- 
tanium, Inc 

Rem-Cru, a leading producer of 
titanium and titanium base alloys 
at Midland, Pa., is jointly owned 
by Remington Arms Co., Inc., and 
Crucible Stee] Company of Amer- 
ica. 

Mr. Coleman joined Remington 
as advertising manager in 1937 


SOUTHERN 


He had formerly held the position 
of division advertising manager 
for E. I. du Pont de Nemours & 
Company, At Remington he has 
been successively director of sales 
promotion, assistant director of 
sales and director of sales. In 1951 
he was appointed vice president 
and director of sales 


. 


Harry Crabtree Joins 
John T. Everett & Ce. 


R. Harry CRABTREE, a veteran 
of 17 years in the plumbing and 
heating business, has been ap- 
pointed manager of the Plumbing 
and Heating Department of John 
T. Everett & Co.. manufacturers 
representatives 

The announcement is made by 
W. N. Wilkerson, managing part- 
ner of the Everett firm, which 





R. Harry Crabtree 
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FEATURES 
1 Blade and front strap a single unit. 


2 Blade and straps forged from High Carbon Steel 


3 Blade and lower section of socket carefully 
tempered. 


4 Straps are pre-formed 


Uniformity in lift and balance of every tool - 
hang and balance neve: change. Pre-forming 
of straps the guarantee 


Strength comes from its tubular shaped 
tempered socket filled by handle driven 
in under great pressure 


APPROXIMATE 
WEIGHT 3% 
to 3% tbs. 


LIGHTER STRONGER 


FEATHERLITE meets railroad track 
shovel weight test of 200 pounds! 


Ash Your Yobber 


PARKERSBURG, W.VA O. A M E S C O. NORTH EASTON, MASS 
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covers the South from Texas to 
the Atlantic. The headquarters of- 
fice is in the M. & M. Bidg., Mem- 


phis 

Mr. Crabtree was for several 
years manager of the plumbing 
and heating department of The 


Salt Lake Hardware Co., Salt Lake 
City. He also was with J. Korber 
and Co. of Albuquerque, N. M., 
for a number of years and recently 


has been a manufacturers’ repre- 
sentative at Memphis 

° 
Atlantic Steel Co. Opens 


New Warchouse Facilities 


More THAN 12,000 people vis- 
ited the new Warehouse Division 
facilities of Atlantic Steel Com- 
pany, Atlanta, Georgia, during the 
two-day Open House and Trade 
Show, held October 31 and Novem- 
ber 1 

A wide 
stock material 


range of diversified 
occupied half of 


the warehouse building, and 69 ex- 
hibits of suppliers’ and customers’ 
products filled the other half of 


the warehouse 

By employing the latest 
show techniques, supplier com- 
panies effectively displayed ma- 
terials stocked by Atlantic Steel's 
Warehouse Division Southern 
manufacturers used this same ap- 
proach in exhibiting products 
made from Warehouse purchased 
materials 

The new home of the Atlantic 
Stee] Company's Warehouse Di- 
vision, costing in excess of $500,- 


trade 


000, is one of the most modern 
steel warehouses in the nation. 
Covering 64,400 square feet, the 


45-foot high structural steel build- 
ing is 460 feet long and 143 feet 
wide—larger than a football field 
The entire reinforced concrete 
floor area is on one level 
Metalworking companies, fab- 
ricators, and industrial firms in 
Alabama, Florida, Georgia, North 
and South Carolina, and Tennes- 
see may be served by overnight 
delivery from the new warehouse. 
Modern shearing, sawing, burning, 
and materia] handling equipment 
make it possible for the company 
to fill orders with accuracy and 





Atlantic Steel Co's new Warehouse Division facilities 
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dispatch from a_ well-balanced 
stock of steel warehouse products 


* 


D. Shaw Appointed te 
Oley Executive Pest . 

Tue H. A. Swarp Co. of Inwood, 
Long Island, N. Y. announces that 
Duncan Shaw has been appointed 





Duncan Shaw 


executive vice president of its sub- 
sidiary, Oley Products Inc. of Oley, 
Pa. 

Mr. Shaw, a graduate of Massa- 
chusetts Institute of Technology, 
recently resigned as president of 
Arrow Lock Co. of Brooklyn, N. Y. 
to accept the Oley position. He 
was formerly president of Reading 
Hardware Corp., general sales 
manager of P. & F. Corbin Di- 
vision of the American Hardware 
Corp., and general sales manager of 
Lockwood Hardware Mfg 

Mr. Shaw will concern himself 
principally with sales, advertising 
and product development. He has 
set up a national sales office at 
7 East Madison Ave.. Dumont, 
New Jersey 


* 


Maurray-Ohic Opens New 
Seuthern Sales Office . 


TO SERVICE southern customers 
better, The Murray Ohio Manufac- 
turing Co., Cleveland, Ohio, has 
opened a new sales office at 514 
Western Union Building, Atlanta, 
Ga. 

Fred A. Jones, long active in 

(Continued on page 56) 
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DELL 


Barbecue 
Grills 


ON PERMANENT DISPLAY 


SPACE 1119A 
MERCHANDISE MART 
hase PROFiTagiy 

5 
WITH ™ *4495 
ACCESSORES 19 $F 995 








RC-37 is the same as RC-38 but 

with left firebox removed and sauce 
pans added. Extra accessories can be 
added at extra cost such as the motor 
driven spit and upright firebox 


— 


RC.27 





i 








oO 


RC.22 


#3) RC.14 


Manvtacturers of 

Gas Heating Appliances 
Fireplace Furnishings 
Barbecue Grills 





@ WRITE FOR FOLDER © 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


HATTANOOGA TENNESSEE 
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WHOLESALER NEWS 





Amarilie Hardware Elects 
Pipkin President ...... 


E. W. PipKIN, WHO began his ca- 
reer with the Amarillo Hardware 
Co., Amarillo, Tex., 38 years ago 


was elected president of the com- 
pany at a recent meeting of the 
board of directors. He succeeds E 
W. Hardin, who 
September 


% 


passed away in 





E. W. Pipkin 





E. W. Hardin 


Prior to election to his new 
office, Mr. Pipkin had served for a 
number of years as vice president 

G. C. Ratcliff retains his posi- 
tion as vice president in charge of 
sales. He has been with the com- 
pany for 33 years, serving as clerk, 
traveling salesman and vice presi- 
dent 

R. C. Neely, Jr., is vice president 
in charge of purchases. He began 
his career in the hardware indus- 
try at the age of 11 and has been 


with the firm for 17 years 

Other officers retained in their 
positions are Jim Tolleson, secre- 
tary-treasurer, and Bruce Cathey 
assistant treasurer. Mrs. Hardin 
was named to the board of direc- 
tors to fill the place of her late 
husband 

The company has announced 
that a new warehouse building is 
under construction. The new one- 
story building, 100 x 127 feet, will 
afford 180,000 square feet of floo 
space for warehouse and office op- 
erations 


* 


May Hardware a 
Warehouse Facilities 


On Octosper 30, May Hardwar: 
Co., Washington, D. C. broke 
ground for a new 100,000-square- 
foot addition to its warehouse on 
Kansas Avenue and Blair Road 
This will be located on the main 
line of the B&O Railroad 

According to President Leo C 
May, the new building will have 
a 16-foot ceiling, which will per- 
mit almost unlimited use of pal- 
lets, and ample parking space fo: 
customers and employees. The 
building will be air-conditioned 
with sound-proof insulated ceil- 
ings 


¢ 


“Ge Getters” Club of 
Spicola Salesmen .. . 


Tue “Go Getters Club,” formed 
by Spicola Hardware Co. since it 
moved into its new quarters in 
Tampa, Florida, is working as an 
ideal incentive for the firm’s out- 
side salesmen to not only sell their 
quota, but to forge ahead fo: 
monthly prizes 

Individual monthly sales of each 
salesman are posted on an 8-foo! 
blackboard. This idea, according t« 
General Sales Manager Joseph A 
Bua, keeps the men “on their toes” 
and offers them an opportunity t 
check their sales each week. The 
men who are highest in sales each 
month have a gold star posted 
next to their names, creating a 

(Continued on page 56) 
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FOR MORE 


SATISFIED CUSTOMERS 


SELL WOOD SCREWS 


THAT MEET 


FEDERAL 
SPECIFICATIONS 








FULL-SIZE SHANK, of equal diameter to 
threads. Federal Bureau of Standards tested 
10,000 individual wood screws in 7 different 
kinds of wood, concluded full shank has far 
greater holding power. Full-size shank re 
quired by Government Specifications 


GIMLET POINTS. Sharp gimlet points bite into 
wood and hold on, resulting in much easier 
handling and faster starting. Other types of 
points require greater pressure to start, are apt 
to slip more readily 


You'll find precision-milled, single-thread Southern wood 
screws provide all these advantages. And that's not all! It's 
important to you to know that your orders will be filled 
promptly, accurately, and that your supplier has full stocks 
in a wide range of sizes and types 

Southern delivers promptly from its warehouses centrally 
located in all sections of the country. Our factory stock is 
currently 534,000,000 wood screws production capacity 


FACTORY WAREHOUSES: 4100 DELL AVENUE 


NORTH BERGEN, N. J. = 


SOUTHERN 
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wT BE wise 


\) CLAIMS FOR OTHER TYPES 


Your customers want wood screws of the type that has been 
Government-tested and proved to have the strongest con 
struction and greatest holding power screws with husky 
full-size shanks, sharp gimlet points and clean, keen 
edged, cut threads 

Manufacturers of items using wood screws want fasten 
ers made in accordance with Federal Specifications, so that 
they can qualify for Government orders 

Only screws with rugged single-thread construction meet 
all these requirements 


Cary YOU ORDER WOOD SCREWS 
fh < 

mw 

PRECISION MILLED SLOT. Milled slots with 

parallel sides mean safe starting and driving 

5 Other methods of making slots, such as strik 

ng the slots when cold heading, result in 


tapered sides, causing screw driver to slip 


THIN, SHARP, CYLINDRICAL, NON-TAPERING 
THREADS. Cut through wood cleanly, without 

- tearing fibers. Only cut threads can provide 
this sharp cutting feature 


xy 






- 


14,000,000 screws per day! Sizes range from 44” No. 0 to 6” 
No. 24 in both steel and brass, slotted or Phillips heads. Pack 
aging is modern bulk screws are shipped in hermetically 
sealed steel containers, with easily removed and replaced 
covers. You're safe when you sell Southern! They're top 
quality, precision-perfect products, meeting Federal Spec:- 
fications and bringing you bigger sales, more repeat business 
and greater profits. Write for our catalogue today 


325 WEST OHIO STREET 
CHICAGO 10, ILL 


280 DECATUR S.E 
ATLANTA, GEORGIA 


110 RICKERT ST 


SCREW COMPANY STATESVILLE 


NORTH CAROLINA 
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® Mode under patent number 2077784 


Here is the ideal roofing nail to sell. It builds customer satisfaction: 
builds profits for you. 

The head is encased in lead, which spreads and seals the hole 
prevents leaks and rust. 

Dixisteel Lead Head Roofing Nails are made by a patented process. 
More than 6,000 pounds of pressure is applied to compress the lead 
over and under the head as well as down the shank. 

They can’t be over-driven. Their heads will not fly off as a result of 


contraction or expansion of the roofing during weather changes or 





high winds. 





The nail that never 
leses its head! 


Complete head is encased 
in lead which seals the 
hole— prevents leaks and 
rust. Won't fly off! 


Available bright or hot-dip galvanized in seven lengths: 1, 14, 







1%, 134, 2, 244, and 2% inches. All are No. 10 gauge. 






Order a supply from your wholesaler or jobber. 







@ Free samples on request! 





ATLANTIC STEEL COMPANY «+ ATLANTA, GEORGIA 
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5 pe COMMUNITY store newspaper 
published by Thigpen Hard- 
ware Co. Picayune, Mississippi, 
has been a big success—simply be- 
cause everybody profits from it, 
store and customer alike 

The Thigpen Store News, writ- 
ten, edited and published by Own- 
er S. G. Thigpen, actually is a 
‘community participation” pro- 
gram which takes the form of a 
store newspaper. It is a well-or- 
ganized, 20-column paper, com- 
plete with editorials and articles 
pertinent to community interests, 
jokes, homely information and 
philosophic items, as well as at 
least 10 columns of “non-classified” 
advertising. Approximately 15 per- 
cent of these items pertain to store 
merchandise. The other 85 percent 
are sale, trade and personal] items 





inserted, free of charge, by and for 
members of the community 

The newspaper originated as a 
two-page monthly 
paper, sent out to 
about 500 people 
in and around Pi- 
cayune (present 
population, 7,500) 
Eight thousand 
copies now are 
printed, and it is 
estimated they 
reach at least 20,- 
000 readers. To- 
day, 5,000 copies 
go to box holders 


Thigpen. above, ac- 
cepts want ad from 
customer for store 
newspaper. Ads are 
inserted free. Left. 
all customers re- 
ceive copy of this 
promotional device. 
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600 are mailed to addresses, 1000 
are scattered over Picayune. and 
the balance are picked up at the 
store. Printing is done by a local 
concern, and the total cost, includ- 
ing mailing expenses 
$240 for each issue, every six 
weeks 

Mr. Thigpen’s down-to-earth edi- 
torials and articles make the news- 
paper sound like letters from an 
old friend. He advises, but he does 
not preach. The paper is admitted 
ly an advertising medium for the 
store and its customers, but it does 
carry educational material which 
is designed to benefit the entire 
community 

For example, one recent edition 
carried an article on reforestration 

not just a general article, but one 
which gave definite figures and 
specific information on what could 


averages 


be gained, acre for acre, by Pear! 
River County farmers. Another 
edition contained an article on 
planting tung oil trees for added 
income, even along fence rows if 
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the reader planting area were _ of-state listeners are common, and 
limited. Figures again were given often the telephone starts ringing 
to show the amount of actual in before Thigpen can get back onto 
come that readers could derive the store floor 
from this source We find the Store News and 
And always, edition after edi the radio program, which is pat 
ion, editorials stress the advant terned after the newspaper, to be 
ages of trading at home. According the best methods of advertising for 
to Thigpen, “Trading away from us,” he explained. “Also. the free 
your home is like feeding and car- advertising service offered the 


ing for a cow here in Picayune. but 
milking her in Chicago 

As a supplement to the Store 
News, Thigpen broadcasts a daily 
15-minute program over 
WRJW. This 
in that it 
from the store 


radio sta 
tion program 


broadcast 


un 


ique is direct 
and it creates inter- 


est and comment. Letters from out- 















community brings many customers 
into the store, so that resultant di 
rect sales more than pay our costs 
Customers use Thigpen’s Store 
News to advertise everything from 


used tractors to small household 
items. “One man ran an ad last 
spring,” Thigpen recalled, “which 
said: ‘Whoever borrowed my ice 
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cream freezer, please bring it 
home.’ That afternoon a neighbor 
returned the freezer to him. Anoth- 
er customer who advertised a num- 
of articles a while back came 
said: “That store paper of 
yours is the most powerful things 
I ever saw. I sold all my things and 
could have sold a dozen more. It's 
the best thing the country to 
help people.’ ’ 

And in a recent issue of Thigpen 


ber 


in and 


in 


Store News, there were listings 
from Green Bay, Wisconsin; Sli 
dell, Pearl River and New Orleans 
La.: as well as Midland, Texas, and 
10 other Mississippi towns. Such 
interest proves the scope and pow 
er of his newspaper, Thigpen 
pointed out, and also brings in new 
customers from near and far 


Two ordinary boxes and a desk 
drawer in the store are used to ac- 
cumulate advertising copy. When 
publishing date nears, there is al 
than can be used 


Ways more copy 
and Thigpen has te weed” it as he 
thinks best 

Thigpen maintains a friendly 
store, with emphasis on service 


Rural residents make it their head 
quarters when shopping in town 
and local residents take advantage 
of the large ice water fountain, free 
weight and a fun mirror 
which is the source of much merri 


ment 


scales. 


Business Grows 


When Thigpen opened his 
in 1919, it was small and contained 
an inventory costing $2,500. Today 
it covers 13,000 square feet of floor 
area in the main building, with 8.- 
000 additional square feet in ware- 
houses, lumber yard and sheds. The 
store can furnish everything need- 
ed for the completion of a home 
from blueprint to the final coat of 
paint, and then finance. furnish 
and equip it 

The company also handles a big 


store 


credit business open account, 
morgages and retained titles. “I 
don't see how a business of this 


type could be built any other way 
Thigpen explained. “We handle a 
lot of the paper ourselves, and the 


banks handle some, while of 
course FHA paper goes through the 
regular chanels 

An old man told me when I 
first went into business: ‘Be care 
ful of credit. Credit is like riding 
i wild horse, If you handle him 
right, you can go much farther 
If you don’t, you'll get thrown.’ ’ 

As an added service, Thigpen 


carries fishing and hunting licens- 
(Continued on page 48) 
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When the Christmas rush is over-- 


DONT EXILE SANTA! 


By Wendell 0. Givens 


ON’T EXILE Santa to the ware- 
house on December 26! 

He’s a profitable gent to have 
around a hardware store the year- 
‘round if you treat him right, says 
W. I. Smith, owner of the Edge- 
wood Paint and Hardware Com- 
pany, a suburban store in Birming 
ham, Alabama 

As Mr. Smith sees it 

“Too many hardware stores pile 
their counters high with toys 
large and small, a couple of 
months before Christmas, then on 
December 26, haul them all back 
to the storeroom or warehouse 

“They make a profit on them 
sure. But with better merchandis 
ing procedure, they can profit 
from toys in the off-season, build 
store traffic and do an even bet 
ter Christmas business.” 

Does that mean toys get the 
same space allotment all year”? 

“Certainly not,” replies Smith 
“Immediately after Christmas, we 
will revert to our previous spac: 
arrangement of about five percent 
for toys. During the Christmas 
season, it’s about twice that, plus 
the wheel goods up front and in 
the window.” 


W. I. Smith points to toy display 


That customary five percent 
that the Edgewood store allots to 
toys is an offset to the main floor 
space and features compact but 
attractive shelves, counters and « 
glassed-in island showcase for the 
higher-priced dolls. Fluorescent 
lighting helps make the area more 
attractive to the small-fry—and to 
gift-hunting fathers and mother 

What toys will move best all 
through the year? The $2-and- 
under items, says Smith, who had 
24-years experience in the variety) 
store business before entering th 
hardware field 

Smith employs 
plays, except of course with such 
Summer items as lawn mower 
wading pools, sandpails, ete. And 
no special sales promotion othe 
than mailing out a couple of toy 
catalogs in early October. “The 
toy display, if it is orderly and ap 
pealing, will sel] itself,’ he points 
out 

Three points, he says, are worth 
remembering 

(1) Toys are a profitable volume 
line 

(2) They’re a source of constant 

(Continued on page 50) 
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Store’s books and games corner 
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After Christmas $2-and-under 
toys sell best in this store 





Children’s books, when kept 
orderly, attract customers 





Glass case keeps dolls neat 


33 








a snatile 


ire 


STEADY VO 


— from this 


OND HARDWARE Co., Hillsboro, 

Texas, discovered a_ steady 
source of additional volume in its 
separate linoleum department — 
after carefully analyzing the mar- 
ket and going after this business 
in a systematic manner. 

Despite the fact that Bond Hard- 
ware, managed by Will Bond, is 
one of the oldest in central Tex- 
as, actually selling the Hillsboro 
market since 1898, it had never 
carried linoleum in any form un- 
til 1946. “Shortly after the war, 
we found that many of the lines 
which we had considered staple 
revenue sources were slow in be- 
coming available,” Bond said. “As 
a result, we had to find other 
items, which could produce a large 
sales volume with a fair degree 
of profit.” 

Exploring the field, Bond found 
that there was a marked trend to- 
ward covering old floors in Texas 
homes with neat wall-to-wall lin- 
oleum, which could be inserted un- 
der the baseboard to modernize 
even the most unattractive floor, 
with a minimum amount of labor 
Making a few calls around the 
small city of Hillsboro, and in the 
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linoleum department 


much larger farm trade area, he 
found a welcome reception for lin- 
oleum, and this convinced him 
that here lay a source of store in- 
come well worth exploitation. 

“We already had the space a- 
vailable,” Bond said. “We are one 
of the few hardware stores in Tex- 
as which actually has more floor 
space than we require. Our build- 
ing contains a second floor twice 
as large as the retail sales floor 
area, so large, actually, that we 
leased it out as a dress manufac- 
turing plant which employed 50 
persons. In addition, we had a 
room 25 feet wide by 70 feet long, 
reached through an archway im- 
mediately to the right of the build- 
er’s hardware department. We 
knew that plenty of space was 
one of the basic requirements in 
selling linoleum, and thus, we 
moved all of the items formerly 
stored in this area upstairs, and 
converted the room into a lin- 
oleum sales room.” 

From the outset, Bond Hardware 
Co. has concentrated upon lino- 
leum sold by the yard, rather than 
standard room-size rugs. The 
greater part of the $2500 inven- 


SOUTHERN 








By Rebert Latimer 


tory with which the Texas hard- 
ware firm began its hard-surface 
floor coverings business, was in 
top twelve quarter grades of li- 
noleum, with plenty of inlaids, and 
“battleship weights” to appeal to 
the farm prospect. While the store 
carries a few light-weight, felt- 
base, room-size rugs to satisfy the 
occasional customer, the inven- 
tory has doubled entirely on cus- 
tom-fitted, cut-to-size linoleum. 

With the space available and 
the inventory on hand, Bond then 
tackled the important subsequent 
problem of expert installation. 
“No linoleum business can prosper 
without a good installation man,” 
he emphasized. “We took that in- 
to consideration from the first and 
on our own staff, picked an em- 
ployee who was willing to go back 
east to a manufacturer's plant to 
study every aspect of linoleum 
laying, at our expense. We consider 
this one of the best investments 
we have ever made, inasmuch as 
in 6 years of linoleum selling, we 
have never had to replace or alter 
a job, and our installation meth- 
ods are so well accepted, we are 

(Continued on page 44) 
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| gemma FRAMING is a highly suc- 
cessful sideline, as well as an 
excellent goodwill builder, accord- 
ing to P. E. Sneed and P. R. Shaw, 
owners of Shaw & Sneed Hard- 
ware, Oxford, Mississippi. 

When the framing service was 
inaugurated in their store a year 
ago, they first planned a service 
that would be complete, efficient 
and inexpensive. Thus, the store 
carries 25 different patterns of 
moulding, ranging in price from 15 
cents to $2.00 per foot. Requested 
molding that is not carried in stock 
is ordered immediately. The most 
popular pattern is the 1'-inch 
mahogany, selling at 45 cents per 
foot. 

Although Sneed, who handles 
most of the framing, does this work 
only in his spare time, customers 
usually receive 24-hour service, 
unless a special order is required 
By pricing their service as reason- 
ably as possible, the owners allow 
themselves only slim profit. The 
average framing job costs the cus- 
tomer approximately $2.00 and the 
low profit is possible because the 
average framing job requires only 
30 to 45 minutes. However, cus- 
tomers usually invest also in pic- 
ture wire and wall brackets. 

Approximately 75 percent of 
the frame customers are women. 
They are carefully shown the 
store’s extensive line of quality 


Co-owner P. E. Sneed, above, 
handles most of the framing 
— during his spare time. In 

dition to bui goodwill 
and bringing tn odded profits, 
the picture framing service has 
stimulated sales in all depart- 
ments since its inauguration 


They Frame Pictures 


for added profits 


By Stuart Covington 


housewares, china and other mer- 
chandise with a special appeal to 
home-owners. Thus, the framing 
service, Sneed pointed out, is stim- 
ulating sales of these lines 
“Since we installed the picture 
framing service, We have found 
that the average upper-class fam- 
ily has a surprising number of 
uses for ordinary picture frames,” 
Sneed said. “We receive quite a 
few repeat orders for frames. We 
have framed such items as fra- 
ternity charters, army discharges, 
high school and college diplomas, 
Shrine credentials, and old family 
portraits. When given old pictures 
or photos to frame, we clean off 
as many blemishes, scars, etc. as 
possible without additional charge 
The customer appreciates this 


service, and we gain added good- 
will for a 
work.” 

One of the store’s most profit- 


few minutes’ extra 
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able frame customers is a local 
artist, who brings all of her por- 
traits to the store to be framed. 

One advantage of the picture 
service is its attraction for all age 
groups. Youngsters bring their 
pictures of socia] activities and 
diplomas to the store to be framed 
Young adults seek frames for col- 
lege diplomas, photos of social ac- 
tivities, friends, etc.; and older 
customers seek frames for pictures 
of their children, grandchildren, 
deceased relatives, etc. Framed 
photos often are purchased as 
birthday or Christmas gifts, also 

“A few sight sales result from 
our framing service,” Sneed point- 
ed out. “However, many custom- 
ers become interested in an item 
while in the store to have a pic- 
ture framed, and then return later 
to make a purchase.” 

In addition to building goodwill 

(Continued on page 50) 
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MAINTENANCE SUPPLIES 





1% ADDITION to selling a large vol- 
ume of hardware 
plumbing and electrical supplies 
R. V. Martin Hardware Co. of Mi- 
ami, Fla., moves a tremendous a- 
mount of roll roofing 
fencing and they do it in an 
old-fashioned, rambling country- 
set-up which they 
their average 
merchandising 


general 


and steel 


store planned 
to suit 
with 


match 


customer 


policies to 


The business was started by R. 


V. Martin, Sr., now retired, and 
is now owned by R. V. Martin, 
Jr. and Wilson Hart 

“We came here 27 years ago 
when South Florida was just 


starting to grow,” said R. V., Jr 
‘and we found that for the most 
part Miami was a sprawling area 
of small ‘towns’ or neighborhood 
shopping centers. So we keyed and 


built our business along those 


Carrying full stocks of quality 
maintenance supplies, R. V. 
Martin Hardware Co. attracts 
an average of 200 prospect cus- 
tomers daily. A trained, ex- 
perienced man is in charge of 
each department to advise 
home-owners and other cus- 
tomers 
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By Hal M. Newsome 


lines, and it just grew like Topsy 
in a simple, down-to-earth atmos- 
phere 

We have built additions 
on the original store bringing 
our floor space up to 6100 square 
feet. including warehouse but 
we have never 


four 


wanted to change 


its comfortable, folksy nature 
Here people and good public re- 
lations come first, along with qual- 
ity merchandise, and swank and 
high-pressure promotion is dis- 
tinctly absent. With no advertis- 
ing, no bargain sales, fancy dis- 
plays, or elaborate merchandising, 
we do an annual gross moderately 
in six figures 

“Of course, a policy of this type 
depends largely on location with- 
in an area, and I've no doubt that 
a new store could get similar re- 
sults in much less time by adver- 
tising, especially since our trade 
is selective in type, not in area 

“Planned promotion would 
probably increase our volume still 
more, though sales jumped $80,000 
in 1951 and we average 200 pros- 
pects in the daily; but I 
would want to key any advertis- 
ing carefully to retain the funda- 
mental character of the country 
store. Our earthy, easy-going way 
appeals primarily to a male trade, 
to men who are regularly doing 
maintenance work on their own 
small factories 


store 


homes, stores and 
which are so prevalent in our area 
And we try to keep everything 
they need for every phase of this 
work in all lines 
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BUILD ADDED PROFITS 


----for this Florida dealer 


“Without any fancy trimmings, 
we try to do several constructive 
and fundamental things to earn 
the long-range confidence and 
good will of our customers. We 
carry full stocks of finest quality, 
nationally advertised products, 
and we have a trained, experienced 
man in charge of each department 

one who knows his stock and 
can advise, if necessary, about its 
uses to meet all problems. This is 
a great help to home-owners, who 
make about 80 percent of the pur- 
chases 

“Then by keeping our overhead 
down, through retaining our un- 
pretentious, low-cost store build- 
ing and saving on promotion, we 
are able to offer top-grade prod- 
ucts with only a sound minimum 
mark-up. We do no price cutting 
of any kind, and offer no seasonal 
leaders. Our standard quality mer- 
chandise, fairly priced, saves ou 
customers money in the long run 

“These things we have done con- 
sistently over a long time, so that 
our customers feel that they can 
depend on them; and in the pro- 





cess, we've made enough solid per- 
sonal contacts to continue bringing 
our old trade back, even when 
other retailers, including cut-rate 
outlets, are located much closer 
to them. This is also good promo- 
tion, for these people are our best 
and lowest-priced advertisers, and 
their unsolicited, word-of-mouth 
recommendations bring us many 
more customers from medium-in- 
come, maintenance-minded groups 


These folks like a one-stop store 


where they can get all kinds of 
maintenance materials and where 
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a shop man in overalls or a home- 
owner in his old clothes can feel 


at ease while digging into the 
stock 

We make every effort to train 
our salesmen and to keep them 
after they have learned their lines 
and our way of doing business 
I grew up in the hardware busi- 
ness myself and fully realize how 
long it takes to learn it thoroughly 
We feel that no big-city, office- 
bred clerk with a little superficial 
training can master all the prac- 
tical details of our several broad 
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maintenance lines. So we select 
men who have worked at some 
manual trade. In each line we have 
one man who can handle the 
complicated, technical problems— 
and he is also responsible for his 
own inventory control. But we al- 
so have trained every one of our 
six floor men to be able to fill in 
reasonably well in all lines, as 
long as they know they have an 
authority to fall back on for the 
‘toughies.’ 

“To reduce labor turnover and 
give our personnel a feeling that 
they are really a part of the busi- 
ness, we give each salesman an 
annual bonus, based on a nice per- 
centage of the annual net profits 
and figured by an outside account- 
ant each year-end, This, together 
with their general training in 
salesmanship and service, makes 
the salesmen aware that handling 
every sale properly is as import- 
ant to them as to us. And it en- 
courages teamwork in handling 
heavy goods in the warehouse, ar- 
ranging stock on the display racks, 
taking care of customers in rush 
periods, and in every phase of 
our profitable operations. Some of 
our customers who move away 
send back to us for large orders of 
plumbing, electrical or other sup- 
plies, because they know someone 
on the staff and are sure that he 
will know what they want 


“We make self-service and 
stock-keeping easier by roughly 
departmentizing the main lines 


and by having everything possible 
in plain sight. At that, we probably 
do as much dollar volume selling 
in the warehouse as in the store 
We buy from a large number of 
wholesalers to maintain our full 
stock, but as far as possible we 
stick to one brand in our major 
lines. And we get such good de- 
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livery service that 30 to 60 day 
inventories serve us well, with a 
few items carried in 90-day 
supply. 

“In our set-up we don’t have 
to make any special promotional 
effort to move a large amount of 
roll roofing, for this is a ‘necessity’ 
product that naturally sells in a 
maintenance market. Our roofing 
volume ties with electrical and 
wiring supplies for third place in 
our volume figures, at about 10 
to 12 percent of the gross. We sell 
only about 10 to 15 percent of our 
roofing to contractors or for new 
construction, since heavy discounts 
from supply houses tempt this 
business. These competitive prices 
don't allow enough overhead mar- 
gin for a close-figuring retailer. 

“About 35 percent of our roof- 
ing volume is sold on 30-day cred- 
it, and most of it is used for main- 


Roofing sells naturally in a 
maintenance market and repre- 
sents 10 to 12 percent of gross 





tenance and re-roofing. About 80 
percent is bought by home-owners 
who lay it themselves. We sell a- 
bout 15 carloads of roll roofing a 
year, some of them double-sized 
cars. This business is won simply 
by carrying a good line—the same 
brand since 1930. We price it fair- 
ly and do a good job of pre-selling 
it over a period of time, as oppor- 
tunity arises. We know if we sell 
people in advance on the quality 
of our product and its low cost in 
terms of length of service, they 
will think of us when the rains 
come. 

“Roofing sales are somewhat 
seasonal, since Florida winters are 
dry, so it pays us to lay in a good 
stock for the fall resort-season 
preparations and for hurricane- 
damage repairs, and an even larg- 
er supply of 15-pound felt for the 
home-owners’ needs in the long, 
showery summer. Deliveries are 
fast, but even so we keep the roof- 
ing section of the 2400-square-foot 
warehouse well filled at peak per- 
iods. 


Price Competition 


“Our biggest problem in roofing 
is still the keen price competition 
among standard brands, but our 
low overhead helps us to meet this 
problem. Since most of our trade 
insists on a quality product, in- 
discriminate price cutting on off- 
brands, one of the long-standing 
local headaches, hurts us very lit- 
tle. 

“Our men have the experience 
to help home-owners select the 
right roofing, and we make sure 
they know how to lay it. Roofs 
suffer a severe strain in Florida, 
due to long days and seasons of 
sunshine, salt air and periodic high 
winds, so we prescribe good roof- 
ing, well laid and especially well 
fastened at the eaves and edges. 

“In addition to personal con- 
tacts, the factor that helps all of 
our major lines the most is the 
traffic created by our general 
hardware stock. It attracts cus- 
tomers who become interested in 
other products; and a display of 
varied items on our ‘front porch’ 
gives passing traffic a good idea 
of the scope of our stock and of 
our merchandising plan. 

“A factor that helps keep over- 
head down is the willingness of 
commercial customers to haul their 
own heavy stock. Thus we need 
only one half-ton truck for de- 
liveries. We have never had a de- 
mand for budget buying, as cus- 

(Continued on page 48) 
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This inexpensive, easy-to-make 
a attracts fisher- 
men substantially boosts 
artificial bait sales. e size 
of the lay can be varied to 
accomm any number of 
lures stocked and often dis- 
plays as many as 500 lures at 
one time 


—Hy — 
William Bettenhorn 





UNIQUE TACKLE DISPLAY 


| gee: a continually stop and 
gaze in amazement at the hun- 
dreds of lures on display at Egels- 
ton & Maynard Co., Covington, 
Kentucky. Between 400 and 500 
shining lures deck the unique dis- 
play fixture the year-round; and 
once the fisherman is attracted by 
it, he usually purchases from two 
to six or more lures 

The display is located just inside 
the entrance. A glass display case 
and a service aisle separate the 
customer from the display, to elim- 
inate unnecessary handling by 
shoppers and possible theft. Any 
customer showing an interest in 
the lures is invited by a salesman 
to a behind-the-counter close-up 
inspection. 

Between 450 and 500 lures can 
be displayed on the panel. The 
panel is of simple construction, 
and the size can be varied to suit 
the amount of stock to be dis- 
played. To construct this display, 
owner Hobert Egelston used a 3- 
by 5-foot section of plywood, %- 
inch thick. Black velvet was drawn 
over one side, wrapped over the 
edges and tacked to the back, us- 
ing number 2, or 4‘4-inch long, 
tacks spaced six or eight inches 
apart. A frame made of 34 by 1%4- 
inch white pine binds the four 
sides. The top and bottom pieces 


attracts fishermen 


were cut 64-inches long and nailed 
to the %s-inch of the panel with 
one edge of the strip flush with 
the back side of the panel and 7s- 
inch extending above the cloth 
covered side. The extra length of 
the strip is balanced so the same 
amount projects at either end. 1% 
wire brads, coated with shellac, 
were used to attach the framing 
material. With the top and bot- 
tom pieces in place the side pieces 
were cut to fit snugly and nailed 
into place. 

Added stability is given to the 
corners by driving at least two 
six-penny nails through the %4- 
inch thickness of the top and bot- 
tom strips at a decided angle so 
the points enter the end grain of 
the side pieces at an angle. By 
driving the nails at opposite angles 
a better corner will be made 

Seven %-inch holes were drilled 
into each side piece. The holes are 
in line, “4-inch from the front 
face of the frame, or %s-inch from 
the cloth covered surface through 
the 44 thickness and parallel with 
the top, bottom, and cloth covered 
surface. The first hole is drilled 
5-inches from the bottom, inside 
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edge of frame, and the others are 
spaced 5-inches apart. The top- 
most, or seventh hole, is about one 
inch from the top inside of the 
frame 

The projections of the top and 
bottom frame strips past the side 
uprights were allowed to remain; 
however they can be trimmed off 
as desired 

Long shank screw eyes were 
screwed into the covered side of 
the panel midway between the 
sides and in line with the %4-inch 
holes. The screw eyes offer sup- 
port for the wire when the lures 
are hung in place. The frame was 
then coated with a walnut varnish 
stain 

Next, a flexible wire, the kind 
used for hanging pictures, was 
threaded through the 44-inch holes 
and screw eyes, drawn taut, and 
attached to the back of the panel 
using 44-inch staples to anchor the 
wire 

The display panel at Egelston 
and Maynard Co., was made to fill 
a given space, so the size is arbi- 
trary. The 26-inch height allows 
for five wires spaced 5-inches a- 
part with an inch at the top. 
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W HY IS IT advantageous to stage 
a clearance sale every six 
months? According to Owner Har- 


A & A Hardware 
Hills, Maryland, the 


ry Grossman 
Montgomery 


reasons are two-fold: First, dead 
items consume space that could 
well be used by profitable, fast- 


moving items; Second, dead items 
contribute a behind-the-times ap- 
pearance to a store as they collect 
dust 

Many dealers, Grossman point- 
ed out, retain dead items in thei: 
stores with the thought, “Why get 
rid of it? It doesn’t spoil. It doesn't 
require maintenance.” To 
man, this is a self-defeating prac- 


Gross- 


tice 

Watching his stock 
notes what has not moved in six 
months; and then, using his judg- 
ment on the individual items, he 
pulls them out and marks them 
down accordingly 

“You know, of that a 
reduced item is a traffic- 
builder,” he pointed out. “But your 
value has to be a 


closely, he 


course, 
good 


genuine one 


Though the store conducts 
seasonal clearance sales on gar- 
den supplies, Owner Grossman, 


above right, does not mark- 
down lawn mowers, fence 
posts. and other such items. 


Right, Grossman discusses re- 
duced merchandise with a cus- 
tomer 


If it is a real value, create 
a need in the mind of the customer 
to buy that item, For example, a 
lady may go into a store and see 
a $2 saucepan marked down to 
$1.29. Even if she has no need for 
the saucepan, the saving will ap- 
peal to her so strongly that she 
will regard the item a future neces- 
sity and buy it at the attractive 
saving.” 

It is vital, however, to realize 
some cash on a dead item, even 
if the dealer takes a loss, Gross- 
man explained. If a customer likes 
an enamel table which has been 


you 


This dealer's 
Bi-annual 
CLEARANCE 
SALES 


oe help all departments 


marked down to $7.95 well enough 
to consider it, and offers only $5 
for it, Grossman would not hesi- 
tate selling it for $5. “As long as 
the table stands there for 10 
months or a year, with no hope 
of sale, it is a dead loss to me,” 
he explained. “It is better to real- 
ize even $5 in cash than wait in- 
definitely. The space would be re- 
deemed, and I have capital with 
which to buy something else 
Moreover, I know I will not make 
the mistake of buying that item 
again. In other words, dead items 
should also serve as a guide to the 





SOUTHERN HARDWARE for DECEMBER, 


1952 








hardware dealer on what is to be 
avoided.” 

Grossman usually stages a clear- 
ance sale on seasonal items in late 
summer, with substantial reduc- 
tions on garden supply items 
which he does not wish to carry 
over until the following summer 
This sale is advertised in the local 
Shopping News. Close to 70 per- 
cent of the items placed on clear- 
ance move, Grossman said. Some 
linger indefinitely and are sold 
at the best price they will bring 

“One of the benefits of a clear- 
ance sale is the effect on other de- 
partments,” he added. Tools, paint, 
housewares and other such lines 
may show as great an increase as 
25 percent during clearance sales, 
he pointed out 

“A customer is not likely to for- 
get the store where he bought 
for $2.50 a trash can that usually 
sells for $3.98," he explained. “The 
good value has a lingering effect 
of pleasant association, and when 
he wants something else, he will 
wonder whether he can make an- 
other good buy at my store. It 
definitely is the first place he will 
consider.” 


Store Promotion 


During one of A & A Hardware’s 
bi-annual clearance sales, notice 
in large letters is printed across 
the front window of the store 
“Red Tag Clearance Sale on Sea- 
sonal Items.” Inside, across the 
open shelves of counters, are 
bright red tags in large clear let- 
tering, “NOW $6.95,” and in small- 
er figures down in the righthand 
corner, “Reg. $9.95."" A large sign 
inside the shop reads “Red Tag 
Sale” and lists paint, wax, screens, 
lawn mowers, fence posts, etc., and 
invites customers to look around 
and browse, for the reward would 
be savings up to 50 percent 

On a recent Red Tag Sale were 
such items as an enamel table, orig- 
inally $9.95, marked down to $7.95; 
pressure cookers originally $19.95, 
marked down to $14.95; car cribs, 
aluminum mailboxes, door chimes, 
breast drills, freezers, rubber mats, 
replacement parts on glass coffee 
makers, waxes, paints, insecticides, 
and a number of other seasonal 
items. 

All such items have a definite 
appeal to the home-owner and 
usually find a ready sale. If not, 
Grossman will continue to push 
them until they move, for he con- 
siders the space more valuable and 
more profitable than dead mer- 
chandise 





Nocel pipe rack display 
‘appeals to farm customers 


A display of steel and iron 
pipe, in convenient lengths fo: 
farmers or home-owners who 
install their own water sys- 
tems, etc., is a consistently 
profitable idea for Tomlinson 
Hardware Co., Hillsboro, Texas 
And much of the store's succes 
in promoting this line is at- 
tributed to the unique rack 
which both stores and display 
the pipe 

Placed alongside a driveway 
so that farmers can _  con- 
veniently and quickly load their 
trucks after selecting their pipe 
needs, the rack is a towering 
triangular-shaped affair, fab- 
ricated by the farm equipment 
department's mechanics. Ar- 
ranged on the two sides of the 
wedge-shaped fixture are 16 
display levels, each supporting 
12-foot lengths of pipe on four 
welded-on peg supports. The 
part stock ranges through 
standard %4 and 1-inch iron and 
steel pipe, up to 3-inch conduit 
varieties. Because the 16 spaces 
provide plenty of display space, 
the store shows two price lines 
in most sizes, so that both the 
economy-minded customer and 
those installing for permanency 


may be pleased. 


For quick service, the pipe 
cutter is mounted solidly on a 
welded “pier” which is a per- 
manent part of the fixture 
Thus, it is easy to drop the pipe 
down to the proper level, slide 
it onto the cutter, and snip 
it off at the proper length 
Threading equipment likewise 
is included in the shop, so that 
the farmer need spend no more 
time in selecting pipe than in 
making any other purchase in 
the store 

Owner Claude Tomlinson op- 
erates an extensive division 
within his retail hardware store 
and he steadily “tests” logical 
sidelines which show strong ap- 
peal to farm customers. The 
pipe inventory was a natural 
outgrowth of that 

“With more and more mod- 
ernization projects taking place 
in farm homes, piping for elec- 
trical water systems has become 
an important field,” Tomlinson 
pointed out. “Therefore, we 
simply display a wide choice of 
pipe to attract customers who 
did not know that we carried 
this line. We never discount 
the impulse factor in selling 
even so commonplace a thing as 
a 12-foot length of pipe.” 
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Stavinoha’s Food Clinic, set up 
on the stage of the city audi- 
torium, offers customers a long 
list of prizes and demonstrates 
a wide variety of appliances. 
Below, loaves of fresh bread. 
baked during the demonstra- 
tions, are tossed to the audience 


By Robert Latimer 





‘ T PE APPLIANCE 
A Cooking school helps ig peters ore a 
hardware dealer thz > ki 
* this dealer maintain an ccnchonoudies tener ae 


fully selects his audience—says 


5 
Robert Satvinoha, head of Modern 
Hardware & Appliance Co., Tem- 
ple, Texas. 


Located in a small central Texas 
community of only 20,000, Stavi- 
noha realizes a yearly appliance 
volume in excess of $80,000, most 
of which he credits to consistent, 
live-wire promotion which keeps 
the public conscious of the store 
He uses a large amount of news- 
paper advertising, consistently 
sends direct mail to follow up 
every sold customer, and employs 
all of the standardized procedures. 
Most important, however, he capi- 
talizes to the fullest extent each 
year on a cooking school, which 
attracts an average of from 1,200 
to 2,000 women. 

“Cooking schools are a lot of fun 
for the participants, both in the 
audience and on the stage,” he said, 
“provided plenty of entertainment 
is offered and the audience is 
made up of housewives who are 
sincerely interested in purchasing 
appliances. If the stunt is carried 
off in this manner, it is a certainty 
that almost every department in 
the store will benefit. 

“We have attempted to trace the 
exact effect of such theater presen- 
tations on our total sales, and re- 
sults indicate that cooking schools 
directly benefit every department 
in the store, bring in a lot of peo- 
ple who might never have visited 
us, and show many other advan- 
tages over and above direct ap- 
pliance sale returns.” 

The amount of return which the 
hardware dealer may anticipate 
from cooking schools, he warns, is 
determined specifically by the 
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methods he uses to set up the pro- 
gram and his choice of “students.” 
Stavinoha believes that the gen- 
eral type of promotion, open to 
any and all, is probably the least 


effective—whereas those which 
deal with a carefully chosen seg- 
ment of the population show the 
greatest return. 

Typical is the Food Clinic, 
which Modern Hardware & Ap- 
pliances has staged during the past 
two years. Designed to demon- 
strate the full line of appliances 
carried in the store’s large stock, 
this event was conducted by Miss 
Annie Dean, veteran home econo- 
mist, and consisted of two presen- 
tations, on Wednesday afternoon 
and Thursday evening. Set at a 
fast-moving pace, the show dem- 
onstrated home freezers, electric 
ranges, methods of preparing and 
wrapping foods for home freezing, 
cooking a complete meal on an 
electric range, with supplementary 
demonstrations of small appli- 
ances. 

To make certain that the show 
had maximum appeal to Temple 
women, Modern Hardware offered 
a long list of prizes, an electric 
range topping the list, with a food 
mixer, table model radio, alumi- 
numware set, and dinnerware as 
additional gifts. For additional in- 
terest, a display of rare and exotic 
foods, prepared on Modern Hard- 
ware & Appliances Company 
ranges, also was promised. 

Decidedly out of the ordinary 
was the method by which Stavi- 
noha made up his audiences. 

Instead of merely “broadcast- 
ing” the invitation to any and all 
visitors, he and his office force pre- 
pared special invitations, which 





were sent to all previous appliance 
customers. Each was invited as “a 
preferred guest” to enjoy a re- 
served seat in the city auditorium. 
Invitations promised plenty of fun 
and enjoyment, and expressed the 
store’s appreciation of the past 
purchases made by such customers 

Naturally, those invited were 
not expected to fill up the audi- 
torium, and a series of five quarter- 
page newspaper ads were run, an- 
nouncing the event, for “women 
in general.” However, the promise 
of reserved seats for established 
customers created much goodwill 
and spurred many women to at- 
tend who normally would pay lit- 
tle attention to such a promotion 


Selecting Audiences 


That was “audience No. 1.” 
Audience No, 2, on the other hand, 
was the result of clever planning 
on the part of Mr. and Mrs. Stavi- 
noha. Realizing that a large section 
of housewives is made up of 
women who work during the day, 
they planned a special evening 
presentation for “working girls 
and their husbands.” This audi- 
ence was invited by direct mail, 
newspaper advertising, and all 
other methods which could be em- 
ployed, and stipulated that each 
woman attending should present as 
a “ticket”—one husband. 

Both of the audiences proved to 
be everything desired, according to 
Mr. Stavinoha, with a full house 
at each presentation and a high 
degree of interest. Sales following 
the 1951 presentation were the 
highest ever realized by the store, 
and, significantly, the husband- 
and-wife combinations who made 


SOUTHERN HARDWARE for DECEMBER, 1952 


Stavinoha, at left of small girl. 
is shown with members of his 
staff and participants in one 
of the weekly Food Clinics 


up the “working girl’ audiences 
bought almost three times as many 
appliances as the “housewife 
alone” group 

“We were tremendously pleased 
with the attitudes of husbands 
who attended the showing,” Mrs 
Stavinoha said. “Men proved to 
have far more interest in food 
preparation methods than we had 
expected, followed every step 
more closely, and were generally 
in deep conversation with their 
wives during lulls in the lectures. 
The men appreciated the foods 
which were given away following 
the demonstrations, and because 
wives had their husbands right 
there to give their approval or dis- 
approval, we attracted many im- 
mediate sales.” 

For both audiences, Modern 
Hardware & Appliance Co. staged 
many clever added attractions 
Fresh baked loaves of bread, pro- 
duced in the oven on the stage, 
literally were tossed by the dem- 
onstrator to the audience; the 
lucky women who caught the 
loaves could keep them. A tilted 
mirror displayed some 20 appe- 
tite-whetting specialty foods which 
were prepared for the occasion. 

The increased volume which 
such cooking schools have brought 
to the Texas hardware store re- 
cently necessitated the construc- 
tion of an overhead deck at Mod- 
ern Hardware & Appliance Co 
Providing 50 x 24 feet of additional 
space, this deck resembles a bal- 
cony and was made possible by the 
high ceiling of the old building 
Here, the store displays more than 
50 appliances, many of them in 
actual operation. Away from the 
turmoil of the busy first floor, both 
the sales person and customer can 
concentrate. With a handy chute at 
the back of the balcony, for trans- 
porting appliances to the deck 
level, this remodeling project paid 
for itself the first month, accord- 
ing to Stavinoha 

“If audiences are carefully made 
up of logical prospects, rather than 
merely by joy-riders in search of 
an afternoon's fun, the dealer will 
find his appliance sales tremend- 
ously benefitted by cooking 
schools,” he concluded 
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Revolving Fixture Brings 
Increased Paint Sales 


~ ALES OF paint have risen sharp- 
7 ly at William 
Waco, Texas, since 
stalled a colorful 
play fixture 
Designed by L. H. McGlothing, 
head of the wallpaper and paint 
departments, the fixture stands six 
feet high and is a 6-sided cylinder 
which revolves slowly by means 
of a 1/6 h.p. electric motor, behind 
the all-glass front of the store. Dis- 
played on each of the six sides are 
30 color samples painted on glossy, 
stiff, white art paper, in strips 
eight inches long by 3 inches wide. 
Each sample is secured to the all- 
white revolving fixture by means 
of key-hole-shaped slots, slipping 
over two heavy brass studs 


the store in- 
revolving dis- 


Wide Selection 


The total is more than 180 col- 
ors, Which are picked up by a spot- 
light focused upon it below the 
level of the window, to keep a 
constantly-changing parade of 
color splashes striking the glass 
in front. Although in constant use 
during the day, the display reach- 
es its maximum eye-appeal during 
the evening hours, due to the re- 
flection of many colors from its 
according to Mr. Mc- 


surfaces, 
Glothing 
Constructed entirely of odd lum- 





Cameron & Co., 


ber and materials available in the 
storeroom, the fixture is expected 
to sharply boost sales in all brack- 
ets, including the “touch-up” cus- 
tomer who purchases a single can 
of paint or the home-owner who 
paints an entire home 


° 


Steady Volume 
(Continued from page 34) 


continually selling in the face of 
cut-price competition.” 

The Bond Hardware Co. me- 
chanic is now “booked up” for 
most hours of every workday of 
the year, making up plans, carry- 
ing out the actual mastic-cement- 
ing work, and laying the linoleum 
Because the store has equipped 
him with the best in tools, trans- 
portation, and allots plenty of 
time to every job, he been 
able to work out unusual cove ef- 
fects, inlaid mosaics, and inset 
types of hard-surface floor cover- 


has 


ings which constantly build the 
store’s goodwill 
Promotion of the linoleum de- 


partment, which is enjoying a 6- 
time turnover every year, has been 
relatively simple, according to 


Bond. Consistent weekly newspa- 
per advertising, with a separate 
ad on the linoleum department, 


The revolving dis- 
play tixture, with 
its 180 sample paint 
colors, turns slowly 
by means of a 1/6 
h.p. electric motor. 
Constructed of odd 
lumber and materi- 
als from the store- 
room, it forms an 
eye-catching display 
et night and has 
helped increase 
paint sales substan- 
tially since it was 
first installed 


has proven most steadily produc- 
tive. The store has never utilized 
a special “sale” of any kind on 
hard-surface floor coverings, not 
has it cut prices below those rec- 
ommended by the manufacturers 
“A reputation for quality, good 
workmanship, and willingness to 
work out special effects which the 
customer may desire, seems to be 
the whole stor,” Bond explained 
with plent' of newspaper adver- 
tising, of ¢ purse, to keep the public 
aware that we have the depart- 
ment. Space which permits us to 
show better than 200 selections of 
patterns, and a wide variety of 
weights is a potent advantage 
We make certain that every fam- 
ily-type of customer who visits 
the store, is steered into the lin- 
oleum room for at least a moment 
or two, and find that most women 
usually spend 10 minutes or more 
in walking around the big room, 
looking at the samples on display 
and picking favorites. Perhaps 
they will not buy during the in- 


itial visit but the chances are 
that, when they grow weary of 
a worn, unsightly wool rug in 


the home, we will get the call to 
figure the linoleum job.” 
With no outside selling whatso- 


ever, Bond Hardware Co. never- 
theless has been able to ring up 
so many farm-home sales that 


volume is now split almost equally 
between Hillsboro and outlying 
county residents. With cotton- 
growers, stockmen, dairymen, etc 
in the area enjoying extremely 
solvent years, many farm families 


have gone in for complete wall- 
to-wall floor covering in every 
room. It isn’t unusual, according 


to Bond, for a top-quality lino- 
leum floor to be laid and a carpet 
or throw rugs placed on top of 
that “Wall-to-wall is the big 
secret,” he emphasized. “Scarcely 
any customer today is willing to 
leave a space of wood flooring be- 
tween the edge of the linoleum 
and the baseboard in his rooms 

Concurrently with the early 
success of the linoleum depart- 
ment, this central Texas hardware 
company likewise experimented 
with selling broadloom carpeting 
and wool rugs. Surprisingly, while 
linoleum sales continued to in- 
crease, wool rugs showed a far 
less impressive volume. At the end 
of a year, space which had been 
allocated to carpet was cleared 
and turned over to additional lin- 
oleum display. “We have never 
regretted this step in the least,” 
Bond said, “and we more than ac- 
complished the additional volume 
which we sought.” 
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W. B. Tribble with h‘s unique dis- 
play shed for selling tools and toys 








By Baren Creager 


Tools and toys respond to this outdoor 


ee E’s Toot Shed sells more 
tools in season than any other 
form of display ever used for this 
purpose by the Brookside Hard- 
ware in Tulsa, Okla 

And at Christmas season the tool 
shed is converted into “Santa's 
Work Shop.” Decorated with rein- 
deer, lighted and displaying mer- 
chandise that delights youngsters, 
“the shed” again performs an ef- 
fective job of promotion 

“I arbitrarily gave it the name 
of Tribble’s Tool Shed,” explains 
Owner W. B. Tribble, “and from 
the start this shed was a surpris- 
ingly effective silent salesman 

“My best explanation is that this 
display gives the tools more space 
They are not crowded together, 
but are far enough apart so that 
emphasis is permitted on the in- 
dividual characteristics of each 
tool. At least it makes it easier for 
the customer to inspect and ex- 
amine an individual tool 

“Anyhow, the tool shed certain- 
ly sells tools without requiring 
any attention. We are generally 
inside the store, occupied with 
something else, but the shed goes 


Silent Salesman 


on selling. The usual procedure 
is for the customer to approach 
this display, select what he wants 
bring it inside and pay for it 

“For four years I used a portable 
rack, but this display is more ef 
fective beyond comparison.’ 

The procedure is a little differ 
ent at Christmas, since it is not 
wise to make toys available for 
handling by children. At that sea 
son the display is intended to serve 
as a stopper, and it does. Being 
outside gives it stronger atmos- 
phere for that purpose and it has 
more power to command attention 
in the absence of competing dis- 
plays 

All of this — the shed, wired 
for lighting, roofed with shingles 
and a herd of reindeer cost 
Tribble $40. He paid that price 
to a Tulsa clothing merchant who 
had it built to order and for whom 
it had served its purpose 

Tribble concedes that a great 
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many retail hardware stores have 
no spot for such a display. In his 
case, however, it solved a problem 
“Our store front sits back from 
the walk,” he explained, “and there 
is one advantage in that. I main- 
tain small! plots of grass on either 
side of the store entrance walk 
and these grass plots are excep- 
tionally appropriate for the dis- 
play of lawn mowers and related 
items 
“However, an adjoining build- 
ing wall extends to the front walk 
For years I had been trying to 
think of some way to take the 
deadness out of that blank wall 
and ‘the shed’ was my answer 
“At Christmas season we in- 
stall a chimney and some sleds on 
the roof. Santa Claus is there, nat- 
urally, as are the reindeer. So in 
addition to selling tools, ‘the shed 
makes a fine Christmas display.’ 
The reindeer are plywood cut 
outs and are convincing replicas 
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For this Texas hardware dealer — 


Appliance Sales Are Easy! 


ee Je sett. 250 ranges a year, 
and our other major appli- 
ances sell accordingly,” said M. L 
Bando, general manager of Clifton- 
Simpson Hardware Co., Waco, 
Texas, “And strangely enough, on- 
ly a minimum amount of selling is 
employed.” 
Bando has been with the com- 


pany for 27 years, and during 
that time he has learned much 
about moving merchandise. “I've 


that selling is not in- 
volved,” he explained. “In fact,, 
it is quite simple. You just find 
out what the customer wants and 
then show it to her.” 

However, finding out what the 
customer wants is the trick in- 
volved 

“First,” Bando said, “you must 
have a variety of stock on display. 
One of an item won't suffice. We 
display at least three or four sim- 
ilar models, side-by-side. While 
these four are as alike as four peas 
in a pod, invariably the prospect 
will select the one she wants, pro- 
vided the right sales approach has 
preceded the narrowing down to 
a particular model.” 

According to Bando, a good pros- 
pect can easily be turned into a 
“No Sale” customer. “A salesman 


learned 


can kill a deal,” he said, “by show- 
ing the prospect the wrong model.” 

When a prospect enters the store, 
Bando will spend at least five min- 





A broad inventory including medels 
in several price categories is the 
this dealer uses in 
moving more than 250 ranges a year 


formula which 








By C. Thomas 


utes talking with her before show- 
ing her, say, a range. “When a 
prospect interested in a range vis- 
its the store, she will say, ‘I'd like 
to look at some ranges.’ This is the 
trap that catches most salesmen,” 
he warned 

“The average salesmen takes it 
for granted that this is the heaven- 
sent prospect for the highest-priced 
range in the house the one he 
wants to sell, because more com- 


mission is involved. Chances are, 
this isn’t a prospect for a high- 
priced range.” 

Does Bando believe in selling 
up? 


“I believe in selling the custom- 
er what she wants,” he replied 
“For the one prospect you can sell 
up, there will be enough others to 
whom you will sell nothing to off- 
set the one deal.”’ 

The average woman has no idea 





Before showing a customer any particular appliance, Bando first asks 
questions to determine her needs and the amount she wishes to spend 
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of what type range she wants 
when she enters the store, he said 
“If she does, it will be only a vague 
idea. This means, you will have 
to draw her out by asking some 
leading questions. First, you want 
to find out what she has in mind 
Maybe she cannot answer that 
Next, you find out if she has any 
idea of what she intends to pay 
Usually she will quote the limit 
of her price range. This informa- 
tion she has picked up from either 
reading ads or from getting prices 
at other retail outlets. Again, she 
may not quote a price range, but 
remark that she doesn’t use a range 
much. That is the same as admit- 
ting she does not intend to buy a 
high-priced range.” 

With this cue, Bando proceeds to 
show the prospect one of the less 
expensive lines, not a cheaper 
model in the higher-priced line 

“It will be a range that we 
handle because of its price appeal,” 
Bando said. “And, for all we know, 
this prospect came in as a result 
of our recent ad on this range 
which featured price.” 

Showing the prospect an expen- 
sive range first would make the 
less expensive unit appear infer- 
ior by direct comparison, he 
warned 

“In the higher-priced ranges, 
you sell the conveniences — ease 
of cleaning, ease of getting to the 
broiler, heavier construction, etc 
These features mean little to a 
woman who does not use a range 

(Continued on page 50) 
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MPLE SPACE for a separate de- 

partment and for attractive 
open displays can make a gift de- 
partment an outstanding success, 
according to F. C. Burnley, general 
manager and vice president of the 
Charlottesville Hardware Co. Inc., 
Charlottesville, Virginia, where 
volume on gifts alone is approxi- 
mately $85,000 yearly. 

Located in a prosperous trading 
area, where customers are especial- 
ly appreciative of fine china and 
where no competitor can match the 
$40,000 stock in china and fine 
crystal, the Charlottesville Hard- 
ware Co. maintains a special gift 
window throughout the year, ob- 
serving, particularly, all holidays 
that may call for impressive table 
arrangements of china and glass- 
ware. 

Carrying a wide selection of fine 
imported china, as well as domes- 
tic china and pottery, crystal and 
milk glass, the company devotes a 
separate department with approxi- 
mately 1500 square feet to this 
merchandise. Open stock of dinner- 
ware, from 16-piece starter sets to 
105-piece sets, are carried with 
depth of stock depending on the 
demand for that item. For ex- 
ample, an expensive set of im- 
ported design, may be limited in 


A special gift window is main- 
tained throughout the year, ob- 
serving all holidays that call 
for impressive table arrange- 
ments of china and glassware. 


With a wide selection of 
fine imported china, as 
well as domestic china 
and pottery, crystal, and 
milk glass, Charlottesville 
Hardware Co. devotes « 
separate department of ap- 
proximately 1500 square 
feet to the gift depart- 
ment. Because they are 
better able to understand 


household needs and 
make suggestions, women 
staff the department. 


Here, Miss Lyla Pontan. 
left. shows a customer an 
English Spode teapot. For 
a successful gift depart- 
ment, the owner says, 
china must be kept 
sparklingly clean, and it 
must be handled carefully 
to avoid breakage 


$85,000 annually from 


GIFT SALES 


stock to three of each item, where- 
as less expensive dinnerware is 
stocked in larger quantities 
Women staff the gift depart- 
ment, because they are better able 
to discuss and understand house- 
hold needs, or to help a young 
bride set up her household, Burn- 
ley said. Going carefully into 
color, design of china, pattern, the 


By B. Miller 


decorative scheme, and the kind 
of furniture styling and wood used, 
sales ladies help brides and gift- 
givers select suitable china and 
glassware, and record the selection 
under the bride’s name 
(Continued on page 48) 
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Store Newspaper 


(Continued from page 32) 


es, and the sporting goods depart- 
ment is well-stocked to tempt the 
hunting and fishing enthusiasts 
Also, the store publishes train and 
bus schedules, as well as the busi- 
ness hours of the post office and 
banks, in every issue of the Store 
News 

In a small town, it is uncommon 
for a store to reach numerous new 
customers each year, Thigpen said 
The store must provide unusual 
services to attract new customers 
and gain repeat business from old 
The Store News and the companion 
radio program have enabled him 
to “go along with all competition,” 
even though New Orleans is only 
54 miles away. The newspaper has 
proved to be the ideal instrument 
for a coordinated sales and adver- 
tising program at nominal cost 
and it helps the customer almost as 
much as it helps Thigpen 
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Maintenance Supplies 
(Continued from page 38) 


tomers seem willing to pay in 30 
days or finance through their own 


banks. This, too, cuts down ou: 
costs 
“Steel fencing sales are prob- 


ably the smallest of all our major 
lines, but substantial enough to 
help maintain the balanced flow 
of business. We sell 65 percent of 
our volume in this line in orna- 
mental fence to home-owners, and 
the balance to ranchers, farmers 
and poultry raisers. Some, of 
course, is for maintenance, and we 
make a special effort to get main- 
tenance business in all lines be- 
cause it means periodic re-orders 

“ We both rent and sell wire 
stretchers, and we sell a lot of 
steel posts, post hole diggers and 
other fencing accessories, stress- 
ing nothing but high quality and 
fair prices. This stock is segre- 
gated in the warehouse with other 
heavy items, and customers think 
nothing of going out there to look 
it over. We don't find it necessary 
to give guarantees on fencing or 
roofing for any particular period of 
time, though we do replace oc- 
casional defective material. The 
few complaints we get are usually 
due to mis-use of the product 
Fortunately, most of our custom- 
ers are practical people who are 
experienced in their work and 
know what to expect of each item 
— another advantage of a mainte- 


nance business 

“The rapid expansion of the 
beef cattle industry in Florida, a- 
long with better pasturage pro- 
jects, also helps fencing sales; and 
these people also have been made 
to feel that we are ‘their kind of 
folks.’ We are pushing sales of 
welded wire wherever ranchers 
have trouble with stock biting the 
twisted type; and stock fencing 
has such a bright future here that 
we would like to carry even larger 
inventories, but lack of warehouse 
room prevents this 

“All our lines move in fairly 
good balance, and our inventories 
are about average. Plumbing sup- 
ply sales have been expanding the 
most, largely because of the pro- 
longed South Florida building 
boom. This item has been sold in 
increasing amounts for new con- 
structions, because for the cus- 
tomer price in this line is some- 
times secondary to getting what 
he wants in a hurry. Small hard- 
ware building supplies and paint 
also benefit by the expansion in 
new homes and stores 

“But my greatest pleasure is in 
keeping the business simple and 
smooth-running, with good per- 
sonal relations both inside and 
outside the store. I tell my per- 
sonnel that the fair, moderate prof- 
it we plan on is rightfully ours, 
and we will fight for it. But we 
don't want to take advantage of 
scarcities, or make any mistakes, 
faulty measurements or sharp 
deals that take anything away 
from the customer what is right- 
fully his. We're a lot more inter- 
ested in creating lasting relation- 
ship than in a new streamlined 
building and the latest wrinkle in 
modern merchandising, though 
there’s no essential contradiction 
between the two. We recognize 
that the latter has its legitimate, 
logical and profitable place in 
many localities and for many types 
of trade; but it’s the ‘folksy’ coun- 
try-store atmosphere that helps 
create sales here.” 


o 


Gift Sales 


(Continued from page 47) 


“We make an effort to find out 
the bride's tastes, and direct their 
choice to something durable, com- 
patible with the type furniture 
and colors used—something brides 
are not apt to tire of, as tastes 
change with maturity,” explained 
Lyla Pontan. “If a bride favors 
blue china, which we may not 


have in stock, I determine pattern, 
design, and other details and 
order it especially for her. This is 
a lifetime selection, and we want 
her to be completely satisfied.” 

The window display is changed 
every two weeks. A bride's win- 
dow of china and glassware was set 
up in June. For Christmas, Easter, 
Thanksgiving, Mother's Day and 
other such events tables are elab- 
orately decorated with appropriate 
settings. Sometimes the store col- 
laborates with the neighborhood 
caterer or restaurant for a more 
realistic presentation 

Promotion actually extends be- 
yond this. When a young bride 
comes in for her dinnerware, she 
is given her first piece of crystal 
and a bread and butter dish as a 
gift. Also, a special effort is made 
to gift-wrap china and glassware 
attractively. With a large supply 
of assorted, colorful paper and 
ribbons on hand, sales ladies care- 
fully wrap the packages attractive- 
ly 

The gift department is adver- 
tised in the daily newspaper and 
by radio daily. A magazine that 
spotlights items for the Charlottes- 
ville Hardware Co. always refers 
to its wide assortment of china. In 
the monthly direct mail sent out to 
accounts receivable customers 
literature on china and glassware 
is enclosed. 

“The gift department presents 
an unusual opportunity for selling 
the young bride all kinds of house- 
hold supplies,” Miss Pontan con- 
tinued. “Once she has selected her 
china, she is in the market for 
housewares and household cleans- 
ers, brushes, etc. We can supply 
her kitchen needs. Frequently she 
turns to us for suggestions, and we 
point out needs that will sooner 
or later arise.” 

The effect on other household 
items may be at least a 25 percent 
gain in sales volume. 

For transient sight-seers who 
come to this area, the Charlottes- 
ville Hardware Co. carries a fine 
supply of souvenir plates. Widely 
known in itself, the gift depart- 
ment draws customers from a 50- 
mile radius. 

“There are two other factors es- 
sential to a successful china de- 
partment,” Burnley said. “China 
must be kept sparklingly clean, 
and that involves constant care, 
especially where stock is widely 
displayed. Also, it requires careful 
handling to avoid breakage. Any 
dealer interested in handling this 
profitable line should keep these 
problems in mind.” 
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CHAIN ALWAYS SELLS 


@ People are always buying chain. The volume of chain you sell depends on your 
stock and how you show it 

The AMERICAN No. 203 HANDY CHAIN is a number one item for you to stock. It 
is used as a safety chain for trailers and outboard motors, as a tie-up chain for boats 
and bikes, and for bundling and holding lots of things. The AMERICAN CHAIN SALES 
MAKER is the best display ever devised for you to sell chain from. It gets chain out 
where your customers can handle it. That sells chain 
Call your AMERICAN CHAIN wholesaler who sells the com 


plete chain line. You can get anything you need from him 





«- AMERICAN 
Ae CHAIN 


‘American 
AMERICAN CHAIN DIVISION Chain 
AMERICAN CHAIN & CABLE 
York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn 


SOUTHERN HARDWARE for DECEMBER, 1952 





49 





Dou't Exile Santa! 


(Continued from page 33) 


business, good for the dull days 
and seasons. 

(3) A good selection of toys will! 
increase the total volume of busi- 
. ness. A customer who comes in to 

buy general merchandise won't 

| bp extra | es as a usual thing, add toys to his 

Sl Aelia purchases. But the grandpa or 

mother who comes in for a birth- 

 ] a 

th th " t day gift very often will see some 
wi e | other item he or she needs 

And on that score, Smith 

stresses, the hardware deale: 

that has ql| might remember that a big per- 

centage of suburban store cus- 

— tomers are women (50 percent for 

Edgewood); so, a clean, well-ar- 


these features! meet oe Sapte =A oe ome 


This dealer offers a final tip: the 
toy display, just as any other 
needs an occasional change: it will 
keep ‘em coming back 

To the merchant whose Chris*- 





f Just a glance at a Greences 22 Solid-Center Auger Bit will . . 
; a ll ital ale hie aii ott mas volume in _toys wasn't 
f , especially pleasing, Smith advises 
; sold to build big volume repeat bit business for you “Don't send Santa away after 
. UNIFORM HIGH QUALITY . . . the finest of materials and Christmas. Keep your toy display 
; mrondinsvene tar duy-tn, dap-eut dependichilien appealing and adequate the year 
' round and next Christmas the cus- 

PRECISELY MADE with unusual care accurately sized tomers will know where to find 

perfect itting edges twist ground for sur carance ‘em!” 

Means clean, quick actior e 


“INDUCTION HEAT-TREATED” co assure uniformity, 


long life They Frame Pictures 


(Continued from page 35) 
“PLASTIC SEALED” with heavy protective coating to 


eliminate costly stock maintenance, prevent rusting, keep and bringing in added profits, the 


picture framing service has helped 


bits ‘factory sharp 
Shaw and Sneed convert their 


IN SALES-MAKING NEW SETS... plastic rolls tal store, which was largely a “coun- 
boxes, metal holding panels . . . all designed to increase try” one when they purchased it 
set business for you into the type store which appeals 


to both rural and urban custom- 
ers. Also, since most customers re- 
turn the following day to pick up 
their framed pictures, Shaw and 
Sneed have a second opportunity 
to sell them merchandise before 
the picture framing service is com- 
pleted 





. 


Appliance Sales Easy 
(Continued from page 46) 


often and who does very little bak- 

ing and even less broiling. And she 

SOLID-CENTER AUGER BITS is not going to pay the difference 

to get the features she seldom has 

== The less expensive models have 

SRE LEE their selling points, and these are 

what Bando will dwell on as far 

as this particular prospect is con- 
cerned 

Write today for facts on Gare ntee Auger Bits. Greenlee Tool Co., 1832 Herbert Ave., Rockford, Il. | “When the prospect glances over 














50 SOUTHERN HARDWARE for DECEMBER, 1952 

















MADE RIGHT... PRICED RIGHT... 


You can’t beat this R/M quartet of clean-burning, long-lasting wicks. They're made right to 
keep your customers contented. They're priced right to fit each customer's purse and to give 
you a generous profit. Ask your jobber for R/M...the pick of the wicks. 


@ QUIK FLAME WOVEN GLASS@ 


The most efficient kin- The acme of perfection 
dier ever developed for in stove kindlers, assur- 
range burners. Patented 
open mesh construction 
provides best possible 


ing long life and maxi- 
mum stove performance. 






results with distillate The only glass wicking 
oils. The extra-heavy woven with a wire core in 
wire core yarn keeps the every strand to protect the 
ainGier epee te the burner burning edge. Packaged 5-1/2 ft., 6 ft, and 100 


channel. Glass yarn at burning edge facilitates 


the removal of carbon deposits. Packaged 6 ft. ft. to the box, in widths of 7/8”, 1”, 1-1/4” 


to the box, 7/8” and 1-3/8” wide. and 1-3/8". 
@ KINDLERITE QUIK FLAME SETS & 
R/M's standard quality woven asbestos The same Quik flame ., 







wicking that has proved 
popular in continuous 
lengths is now available in 


kindler. A sturdy long-lived wicking with 
wire core in both warp and filling yarn. 


Packaged 5-1/2 crimped sets to 

ft., 6 ft. and 100 fit all standard 

ft. to the box, in 8” range burn- 

widths of 7/8”, ers. Packaged in 

1”, 1-1/4” and sets of 4 over- 

1-3/8”. size (1” wide) 
wicks. 





RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION « MANHEIM, PA. 
Foctories: Manheim, Pa; No. Charleston, $.C 
RAYBESTOS-MANHATTAN, INC. Manufacturers of Asbestos Textiles « Packings 
Mechanical Rubber Products + Abrasive and Diamond Wheels + Brake Linings + Brake 
Blocks © Clutch Facings + Fan Belts + Radiator Hose + Rubber Covered Equipment 
Sintered Metal Products + Bowling Batts 
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at the higher-priced lines and 
makes it known that she wants 
to inspect one, I quickly mention 
the difference in price and tell her 
it is of heavier construction, but 
that the one I'm showing her will 
give years of service and is fully 
guaranteed.” 






Bando does not evade the pros- 
CAN NERS pect’s question, neither does he 
jump to the conclusion he can sell 

om 


this prospect up because she mere- 
ly asked about the expensive 
models. He holds the customer's 
attention on the range she is most 
likely to buy. And she “tipped” 
herself when she said she did not 
use a range often 

But how about the flighty pros- 
pect who walks in and scampers 
from range to range, asking cas- 
ual questions about this one and 
that one? 







«s A “We get our share of that type,’ 
Bando said. “I just quiet them 
? ‘ down by starting a conversation 
i : Strong This type prospect never knows 
i welded what she wants, so it is up to me 
handles to ferret out the information and 

: ; GUARANTEED bring her to a decision 
net to 7 “I will ask her if she does much 
breck off Belnont x baking. She may answer, ‘Not 
: ; COLD PACK much,’ and that isn’t very much 
} of a lead to go on. So, next, I'll 
; ask what range she now has and 
‘ how long she has had it. Then, [ll 
: : want to know why she wants a 
j new unit. She probably will say 
she wants something more mod- 

; ern.” 
: No. 20 CP, capacity Bando takes it for granted that 
Your customers like out-of-season food luxuries 90 ats. Rock holds price is no object with this pros- 
i : at in-season economy prices? Show them modern geven 1 qt. jers. pect. “I show her our highest- 
: easy-to-use Belmont Canners with cold-pack priced model. I can sell her the 
method that delivers all the rich goodness of fresh- Ne. 24 CP, capacity features and the modern design,” 
gathered food plus that wonderful home-preserved 24 4s. Spider rack he explained 

flavor. aang openyhnaial The three outside salesmen em- 


y I. . 
eee om ployed by the store do very little 


*% Lots of eye appeal... snow-flecked deep blue door-bell ringing. They must be 

brightened with touches of red! on the floor every Friday and Sat- 
urday. During the week they fol- 
low up on leads that could not be 
closed at the time the customer 
first visited the store 

“Friday and Saturday,” Bando 
concluded, “are our best store traf- 
fic days, and our appliance sales- 
men have to be here to catch the 
prospects as they enter the door, 
to learn, by the method outlined, 


% Smooth extra-durable porcelain on rugged metal 
base ... made for years of satisfactory service. 

% Electro-tinned rack designed to handle jars easily. 

% Take out the rack and it doubles for large quantity 
cooking—perfect for big parties. 

% Easy-to-clean flat bottom and sides . . . no corru- 
gations. 





% Unmatched quality at a fast-turnover, long-profit 


popular price. Write TODAY for what the customers want. Major 
% Scientifically packed in special cartons to insure information and appliances cannot be sold by self- 
damage-free delivery. prices... ask for service, and looking without guid- 
your copy of the new ance only confuses the customer 


Belmont catalog. Even those who must buy a less 


expensive range want the best. If 
given time and opportunity to 
make too close comparisons, cus- 
ENAMELWARE tomers may decide to wait until 
later, when they can afford a 
higher-priced unit.” 


Top Quality, Popular Priced 











ling Co., 111 Belmont St., New Philadelphia, Ohie 





Made by Belmont sromping & § 
© © © © © © 6 © © © © Division of The Riige Too! Company, Syrian, Ol Ce eee eee ee © 
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Your Customers with GREEN THUMBS prefer 


The Finest Pruners Made by the Manufacturer 
of the Finest Cutting Tools in the World 


They come into your store all the time those lucky people i 
with “Green Thumbs” who can make “anything grow.” And ; 
they keep your cash register ringing for they want the best . 
equipment money can buy. 


Porter Has the “Know-How” } 


to Make Perfect Pruners 


For over 75 years Porter has been designing and manufacturing 
the cutting tools that set the world’s standards. So Porter knows 
from years of experience every practical feature that must be 
built into pruners wanted by particular people — from the finest 
steel to the pleasant cushion grips 


WHAT YOU SHOULD TELL YOUR EXACTING CUSTOMERS 
ABOUT PORTER DURACUT AND DURASHEAR ONE-HAND PRUNERS 


@ Designed for ease and comfort in use 
@ Cushion comfort grips never slip or blister 
hands — never crack, peel, or discolor — last 
for years. 
@ Positive thumb lock never pinches hands 
@ Cutting blades of heat-treated alloy steel : 


DureSheer (shear type) has two sharp cutting blades that won't crush 
or stnp bark. Gives close clean cuts that heal quickly. DureCut (anvil type) 
has a thick cutting blade that never passes the anvil on diagonal cuts 
Ideal for fast easy cutting 
The Prices of Porter One-Hond Pruners 
Are Profitable for You — Right for Your Customers 
Only $2.75 for the Porter DuraCut only $3.50 for the Porter DuraShear 


Your customers cannot get greater dollar value in pruners. 


H. K. PORTER, INC., Somervilie 43, Moss 
STOCK AND SELL PORTER'S COMPLETE LINE OF PRUNERS 


NEW WINDOW STREAMERS € 
FEATURING PORTER ONE-HAND v , 
PRUNERS READY TO SELL FOR ! 
You Now 
An 8” x 22” window stream- 
er attractively printed in four 


colors now packed with every 
6 pack display box 
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it to production of freezer parts 

WASHINGTON NEWS Such diversion is permissible 
whether the controlled steel, cop- 
per and aluminum are obtained by 
NPA allotment or | elf-allot- 





Continued from page 18) 


trolled materials for all parts pro- ment, NPA pointed out 

duction, in order to increase his In addition, a consumer goods 
output of parts currently in yreat- manufacturer now may take ma- 
est demand. If, for instance. de- terials’ obtained to make an end 
mand tor home freezer parts is product and, instead, use it to 
high while calls for vacuum clean- fabricate a repair part, i.e (to 


er and washing machine parts are use stove production materials to 
lower, a manufacturer may take make automatic drier parts.) 

material from his cleaner and The reverse of this statement is 
washer parts allotments and divert not true, NPA emphasized. Ma- 














98 years of “Know-how” are behind the dependable, 
Steel high-quality Elephant Brand line. Here ore a few of ) 
Stoke Pockets our many specialties, from “the only complete line.” 


—_ 





Combination 
End Gate Fasteners 








Hay Rack Loops 


Strap Bolts ond jue GD Truck U-Bolts 


Side Braces for and Cotton Rack 
Trailer, Truck and Clamps 
Wagon Boxes 





Chains ‘ Box Rods, for Wagons, Ca 
Gc3asaD 


it also pays to handle ELEPHANT BRAND “Chain-Pack” — the 
All-Stee!l Chain-tainer with the handle. Contains 100 Ibs. of ony 
one of the 4 fostest-selling sizes of “PROOF” (Green label), and 
“BBB” (Red label) Full-Size, Stranded Chain. It's easy to 
handle, stock, disploy, sell! . . . ASK YOUR JOBBER. 


EST. 1854 R> EST. 1854 


NIXDORFF-KREIN MFG.CO. 
916 Howard St., St. Louis 6,Mo. 









Makers of All Types of Welded Chains + Tire Chains 





Singletrees * Wagon and Truck Hardware 


terials allotted for repair parts 
output may not be diverted into 
non-repair part production. Pur- 
pose of this exclusion from M- 
47B’s complete flexibility is to in- 
sure continued production of re- 
pair parts needed to keep existing 
equipment in operation. Allot- 
ments for repair parts production 
therefore are at a higher level 
than for end-product consumer 
goods output 





BUSINESS TRENDS 





(Continued from page 20) 


Received by Farmers and the In- 
dex of Prices Paid, Interest, Taxes 
and Wage Rates at 282 percent of 
the 1910-14 level, the Parity Ratio 
stands at an even 100 percent 
down one point from September 
at the same level as the average 
for 1950, but seven points below 
the 1951 average 


- 


Slight Decline in 
Personal Saving. 


PERSONAL SAVINGS in the third 
quarter were estimated at 7.3 per- 
cent of income after taxes, com- 
pared with over 9 percent a year 
earlier. The decline, according to 
the Department of Commerce, re- 
flects a gain over the past year 
in consumer spending relative to 
income. 

Liquid saving of individuals, as 
reported by the Securities and Ex- 
change Commission, totaled 1.7 
billion dollars in the second quar- 
ter of this year compared with 2.6 
billion in the first quarter and 
around 5 billion in each of the last 
two quarters of 1951 


° 


Increase in Factory 
Sales of Washers. . 


FACTORY SALES of standard-size 
household washers in September 
totalled 283,732 units, compared to 
254,537 in August, an increase of 
11.5 percent, according to the 
American Home Laundry Manu- 
facturers’ Association. The Sep- 
tember total compares to an indus- 
try-wide total of 313,746 units sold 
in September, 1951, or a decrease 
of 9.6 percent. 

Automatic tumbler dryers sold 
in September aggregate 71,516 
units, compared to 53,376 in 
August, an advance of 34 percent, 
and were 63.5 percent more than 
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_Sizer, U.S. HEXLOK 


POULTRY NETTING 


pu baneted lla Y 


The LOCK.TWIST weave in povltry netting wos orig 
indiona Steel & Wire Company in 1912 


inoted by the 
of the LOCK.TWIST has won 


The ovtstanding superiority 
first plece for design and construction 


Now, the originator of this type weove hos perfected on improved 
hexagon mesh fabric SUPER U. S$. HEXLOK POULTRY NETTING 
superior netting, LOCK-TWIST woven on new 
revolutionary design 
uniformity 


This 
vitro-modern looms of 

hollenges comporison with respect to oppeoronce 
straight alignment, ease of stretching 
customer satisfaction 


flet lay and oll ‘round 


You must see and compore SUPER U. S$. HEXLOK to apprecicte its 
merit. Ask your jobbers 


representative or 





write tedey for o 


sample. 
Available in the following specifications: 

1” MESH No. 20 — WIDTHS, 12", 18", 24", 36", 48", 60" and 72”, 

2” MESH No. 20 — WIDTHS. 24°, 36”, 48", 60 


ond 72 
COMPACT, EVEN-END ROLLS 
150 LINEAR FEET EACH 
MANUFACTURED 
by 


INDIANA STEEL & WIRE CO. 


Muncie, Indiana 


PACKED IN NEAT 
CONTAINING 


EXCLUSIVELY 


7 


LEAT 
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pressure evenly. 7. ‘Rite Angle’’ 
teeth guarantee maximum bite 
and minimum wear. 


Here is a plier that will last for 
years! Channellock Pliers— made 
only by Champion DeArment Tool 
Co., Meadville, Pa. 


Channeliock pliers are listed in 
the Yellow Pages of most Tele- 
phone Directories under “Tools” 
se 
yet 96ston "Har 








43,752 in the comparison month 
last year 

Factory sales of household iron- 
ers in September were 22,492 
units, up 36.5 percent from 16,477 
sold in August and were 22.9 per- 
cent greater than 18,300, sold in 
September a year ago 


° 


Year-End Increase in 
Consumer Spending . 


CONSUMER EXPENDITURES for 
goods and services in third quarter 
were at an annual rate of 216 bil- 
lion dollars, up 10 billion from a 
year earlier. The increase from a 
year ago exceeded the rise in per- 
sonal disposable income and re- 
flected a reduction in the rate of 
personal savings from 1951 to 1952 

Prospects for a further gradual 
rise in consumer income after 
taxes, suspension of restrictions on 
consumer credit, and recent re- 
building of liquid asset reserves 
probably will support a continued 
moderate rise in consumer spend- 
ing over most of 1953 





WHOLESALER NEWS 





(Continued from page 28) 
competitive among. the 
salesmen 

A “Top Go Getter” is selected 
each month, with two runner-ups 
On occasions, the men are teamed 
in pairs and compete for a month- 
ly prize. Prizes include such items 
as flashlights, reels, rods, etc. 

Quotas are set up for each sales- 
man each month, and so far every 


spirit 


member has come close to making 
his quota and many times has sur- 
passed it. Quotas are set high pur- 


posely. 
During the last few years the 
outside sales force of Spicola 


Hardware Co. has increased, until 
now the company has eight sales- 
men, including Mr. Bua, who is 
out in the territory two days a 
week. 





INDUSTRY NEWS 





(Continued from page 26) 


the sales of Murray bicycles and 
juvenile wheel goods, is manager 
of this new Southern office. He 
will be assisted in covering this 
territory by J. F. Coughlin 


. 


Hoag Named Sales Head 
ef Westinghouse Division 


Jerome E. Hoac, Jr., has been 
appointed district sales manager 
for the St. Louis District of the 
Westinghouse Television - Radio 
Division, by Joseph F. Walsh, 
sales manager. The St. Louis Dis- 
trict comprises Missouri, Kansas, 
Arkansas, Oklahoma and Western 
Tennessee. 

For the past year Mr. Hoag has 
been a district representative for 
the Television-Radio division serv- 
ing metropolitan New York. Be- 
fore this, he was affiliated with 
the Retail Finance Division of 
Westinghouse at the eastern dis- 
trict office, where he assisted 
distributors and dealers in the use 
of wholesale inventory and retail 





Members of Spicola Hardware Co.'s Go-Getters Club 
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sales financing as an aggressive 
merchandising tool 

Mr. Hoag, who will make his 
home in St. Louis, Mo., succeeds 
Mr. Donald Harris recently trans- 
ferred to the Southwest District 


+ 


Beoth Succeeds Pomerey 
as P&F Cerbin Sales Head 


Evan J. PARKER, president of 
The American Hardware Corp., 
New Britain, Conn., announces the 
retirement, due to ill health, of 
Earle V. Pomeroy from his position 
as vice president in charge of P & 
F Corbin sales 

Mr. Pomeroy resigned after 29 
years of service in the company 
Since joining the organization in 
1923, he had served as export sales 
manager and as vice president, 
which position he assumed in Jan- 
uary, 1949 

L. Curtis Booth, who has served 
with the corporation since his 
graduation from Yale Scientific 
School in 1928, was appointed vice 
president in charge of P & F Cor- 
bin sales to succeed Mr. Pomeroy 
From his beginning as a sales 
trainee, Mr. Booth has advanced 
in the sales organization, occupy- 
ing posts in the contract sales de- 
partment, special and marine hard- 
ware sales, as assistant sales man- 
ager in 1947 and, in 1951, assum- 
ing the post of general] sales man- 
ager of the corporation's products 
marketed under the Russwin 
name. He recently was awarded 
a membership in the American 
Society of Architectural Hardware 
Consultants. 

Geddes Parsons, who has served 
the corporation for 10 years, will 
continue in his capacity as general 
sales manager of the P & F Corbin 
Division. 

a 


National Hardware Show 
Sets New Reeords ... 


MoRrE THAN 34,000 buyers visited 
the exhibits of over seven hundred 
of America’s leading manufactur- 
ers and inspected more than 40,- 
000 products valued at over three 
million dollars, at the National 
Hardware Show in October. 

Buyers and exhibitors stated that 
this was by far the most success- 
ful Hardware Show ever held. The 
large jobber attendance from all 
over America made buying the 
heaviest in the Show's history 
Over 700 new products were un- 
wrapped for buyers for the first 
time. 





ee 
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SERVICE 


THE GREATEST SERVICE ORGANIZATION 





fide 








OF ITS KIND IN THE WORLD... 


Near every owner there is a Briggs & Stratton service organ- 


ization 


factory trained and supervised 


ready to tune up, 


repair, or even rebuild his Briggs & Stratton engines with 


original Briggs & Stratton parts. 


Dealers may well remind Briggs & Stratton owners, that 
if their engines are not busy during these winter months, now 


is the ideal time to have them 
serviced to insure continued 
peak performance for busy per- 
iods ahead. 


Only Briggs & Stratton main- 
tains such complete world-wide 
authorized service facilities, a big 
“plus” that owners get only when 
they specify Briggs & Stratton 
engines on the gasoline powered 
equipment they buy and use. 


Briggs & Stratton Corporation, 
Milwaukee 1, Wisconsin, U. S. A 





In the automotive field Briggs & Stratton is the recognized leader 
and world’s largest producer of locks, keys and related equipment. 
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Western Woods Offers 
New Twin-Burger Press 


A new Twin-Burger Press which 
produce twe bun-size hamburger 
pattie it nee is innounced by 
Western Woods, Inc., Portland, Ore 
gon. Made from natural golden fin 

h Alder, Twin-Burger Press is dec 
orated with two comical roosters in 

lor, Useful as a wall plaque when 
not in operation, the press is ideal 


pv 





2 


for the barbecue, picnics, in the 
kitchen, or to stock-up the home 
freezer with prepared hamburger 


Six inches 
equipped 


patties, it was announced 
in diameter, the 
with 25 wax paper with 
which hamburger patties are pro 
tected from handling and drying. The 
press retails at $2.98 


press is 


squares, 


° 


Sheridan Announces New 
Pneumatic Rifle ... . 


A new model pneumatic rifle, with 
standard blue-black finished barrel, 
has been announced by Sheridan 
Products, Inc., Racine, Wis. Called the 
Sheridan “Blue Streak,” the new 
model is precision-manufactured to 
the same _ specifications, features, 
power and performance as its com 
panion piece, the “Silver Streak.” 

A few of the superior Sheridan 
features built into the new gun in 


clude the new blue-black finished, 
micro-rifled barrel firing .20 Cal 
ammunition, providing greater ac- 
curacy and penetration; a_ full 


length walnut stock, automatic fire- 
proof safety and controlled air-pow- 


58 





or outdoor shooting 
“Blue Streak” is said 
practical, hard-hitting 
entire family 
$23.95. For 
Products, Inc., 


er for indoor 
The Sheridan 
o be 1 safe, 
bore the can en 
retails for 
Sheridar 
nsin 


ad 


more 


joy. It 
details, write 


Wisk 


Racine 


Jacobsen Announces New 
Electric Retary Mewer . 


The Jacobsen Manufacturing Co 
has added a new model to its line 
of reel-type and rotary power mow 
ers Model 18-E, an 18-inch elec 
tric rotary mower designed to at 
tract the home-owner with a mod 
erately sized lawn 

Features include: plug-in power, 
easily used by women who are fa- 
miliar with electricity-driven equip 


ment; light weight of only 45 pounds; 
high speed, rotary blade which turns 
at 3,450 rpm for higher frequency of 
cut; and forward and reverse oper 
ation. The handle swings from front 
to back, eliminating the need of turn- 
ing mower around at the end of the 
pass. 

Further information is 
from The Jacobsen 
Co., Racine, Wis 


available 
Manufacturing 
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New Splash-Proof Whipper 
Introduced by Krasberg . 


A new, inexpensive, hand-operated 
kitchen utensil is announced by R 
Krasberg & Sons Mfg. Co., 2501 West 


Homer Street, Chicago 47, Illinois 
which permits the thorough mixing, 
Deating or whipping of smal] quan 
titi of cream, egg, dressings, et« 
in a cup or other small container, 
without splash or splatter. Moreover, 
it is equally efficient in regular size 


bow |s 

Called Atom Whip, the whipper is 
1144” in length, precision constructed 
of steel, heavily nickel plated, and is 
equipped with a 35s” driving 
to which is attached a 1! 
spinner handle, red enameled to 


wheel 
4” wooden 





match the 3%” red handle of the 
unit itself. Attached to the end of 
the three-rod shank is a_ slightly 
dished, slotted propeller fan 2” in 
diameter which rotates between two 
1%” stationary upright baffles or 
aerotors 
As the 
the slotted 
high speed, 
ingredients 


driving wheel is turned, 
propeller fan rotates at 
thereby throwing the 
forcefully against the 
baffles, completely aerating each 
drop. So speedily does Atom Whip 
perform that scarcely 15 seconds is 
required to beat an egg or whip a 
smal] amount of cream 
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Gleason Offers Action HARDWARE DEALERS AND JOBBERS 


Wheel Display .. . 


A compact action display whic PREFER ONE SOURCE BUYING! 


occupies only 11” x 12” of counter 
or floor space is available from the 





Gleason Corp., Milwaukee, Wis. Thi | Nati ' river im Ub 
Ss lor (ha ‘ " 
modern, all metal display feature Phe G. Taylor ‘ S rdav Evening Post. Collies 
the five most popular wheels in the of Hammond, | 
a ica ra i 
line as proven in six years of ove! turers of a compk ine of wel : , 
‘ 7] ? < y A ive " ] c WA’ creates brand reicrence 
he-counter selling. All five are weld and weldiess chain for every te way 
ed, steel disc, ball bearing wheel r IM Chain. A full rane 
with semi-pneumatic tire designed trial, CoOmMmMerch G agricuitul 
. } erature, direc nau eral and 
neca IT his means one s 
re rf >- 
ing from your nm p 
jobber Tavlor uses onl, he fines <T OT GecaicrT as lox ai Te ciquarters 
wailabl naterials he for the famous TM Line. | nique 
modern methods cl iwckaging promotes sales assures 
and the greatest sy handing and storing of tlh 
chain makers in the tustry ious types of chai See your 
Selling the TM Line is profi obber or write 8.G. Taylor Cl 
able and easy, too, because of Taylor ( mpanv, Hammond Indi 
Chain’s complete merchandisi: for full details 





ts 
4 
. 
2 
t 
; 
4 

for farm, home, industrial and com 

mercial applications on slow- motion, 

portable equipment, as well as for 

power lawn mowers, garden tractor 

accessories, shopping carts, childrens 

vehicles, caddy carts, boat carriers, : 

portable home workshop units, hand ; 
i 


trucks and a wide range of similar 
equipment 

The wheels featured in the display 
are of the same type and construc 
tion as those furnished as original 
equipment by manufacturers of all 


types of portable devices requiring All types of ™ TAY-KEG PROFITABLE 
strong rugged, long-lived wheels 
The Gleason wheel display is avail WELDED AND PROVES FAST SELLER CHAIN SALES 


yey yg gale WELDLESS FOR BBB AND ROLL OFF 
CHAIN PROOF COIL CHAIN | THESE REELS 





as 
Taylor manufactures Handy Tay-Keg Containers The Taylor Chain Display 
New Pistogrip Soldering everything from 1%" Al sell Proof Coil and 888 Stend puts chain ovt in 
Irons Announced by Wall loy Steel Chain down to Chain. They're easy to hon- front of your customers. 
e No. 8 Sash Chain, plus o die and easy to store. Chain Stimulates sales and 
P. Wall Co., Grove City, Penn. has complete assortment of evailable in self-colored or profits. Holds eight reels. 
announced production of a new line chain assemblies and hot galvanized finishes. Sizes A weidiess chain depart- 
of pistogrip soldering irons, consist- attachments. wu. 4, he” ond %". ment on only two square 








ing of soldering irons with light, in- feet of floor space. 


stant = map are Demon-Heet ~* See Your Jobber or Send Coupon Today for Details 
metically sealed elements, removable 
elements and replaceable tips S. G. TAYLOR CHAIN cO., HAMMOND, INDIANA 
The new Pistogrip electric solder- ae yarn bil tt aha 
ing irons are available in a wide se- ~ 
lection of numbers, ranging in price Supt, 35 Nenneed, SEese 
from $4.60 to $11.95. Each iron offers Gut tee estateg on TH Chch 
a lifetime guarantee and operates on 
wattage ranges from 75 to 150, with 
the instant soldering iron operating 
on wattage ranges from 400 to 200 
Further information is available 
from the manufacturer upon request 
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Revere Stainless Steel 
Handy-Pans Announced 


A set of four stainless stee] Handy 
Pans to meet kitchen needs, ranging 
from the refrigerator to the oven to 
the table, has been added to the Re 
vere Ware line of cooking utensils 
by the Rome Manufacturing Com 
pany Division of Revere Copper and 
Brass Incorporated, 230 Park Ave., 
New York 17,N. Y 

The new Revere Handy-Pans can 
be purchased in a four-piece set of 





two 1-pint Handy-Pans, one 1-quart 
Handy-Pan, and one 2-quart Handy 
Pan, each with its own cover, for 
a special set retail price of $11.95 
Individual prices for the Handy 
Pans which have, in general, the same 
lines that mark the Revere Ware line 


of copper-clad, stainless steel cook 


utensils, are $3.75 for a set of 
l-pint Handy-Pans, $3.50 for a 
and $5.00 for the 


ing 
two 
1-quart Handy-Pan 
2-quart Handy-Pan 


. 


Arvey Announces New 
Sales Aid fer V-Lite . 


A new sales-building tool for R-V 
Lite dealers has announced by 
Arvey Corp., manufacturer of R-\ 
Lite and Vimlite Al purpose Window 


been 


Materials. The new device is a con 
tinuously printed ip-sheet” insert 
ed in every roll of V-Lite, newest 


item in the R-V-Lite line 

As the V-Lite is unrolled, two full 
repeats of the design appear on every 
yard of slip-sheeting with small 
sketches illustrating dozens of V-Lite 
applications for farm and home 
Ranging from appli covers to 
greenhouses, garment bags to storm 
windows, the illustrations suggest 
additional uses while the dealer 
measures the material, creating extra 
“impulse” purchases. Features of the 


ince 


new V-Lite transparency, tough 
ness, versatility, economy, ease of 
sewing and heat-sealing, etc are 
boldly presented, together with a 
selling message for the companion 
materials, R-V-Lite and Vimlite 


V-Lite is an all-purpose, clear vinyl 
plastic sheeting with no mesh rein 
forcement. It 150 


comes in 50 and 





RU ch 





Ask For Them By Name 


Bolts... Nuts .. . Rivets 
... Screws-have provided 
their users with the same 
dependable uniform quality 
and accuracy of finish for almost 
a Century. 


















For Greater Security... 
Fasten Fast with Clark Fasteners 


CLARK Pros fort Co 
MILLDALE, CONN. 


BOLTS + NUTS 
RIVETS + SCREWS 
Get Them From Your Local 


Jobber or Distributor 
6-M.1d 








SOUTHERN 








foot rolls, 36” wide. Complete de- 
tails, catalog sheet, and price sched- 
ule, are available from Arvey Corp., 
3462 N. Kimball Ave., Chicago 18, 
Ill 


SJ 


New Soil Conditioner 
Announced by ACP . 


A new soil conditioner, designed 
to turn even clay into easily culti 
vated soil and keep it that way, has 
been developed by the American 
Chemical Paint Co., Ambler, Penn 

American Chemical Paint Co., li 
censed under the Monsanto Soil Con 
ditioner patents and with the bene 
fit of Monsanto's years of research 
as well as the findings of its own re 
search department, has developed a 
special formulation containing the 





best-known soil conditioning 
modified polyacrylonitrile 
and vinyl acetate maleic polymer, 
with essential mineral elements, fer 
tilizers and hormones added, it was 
announced 
Produced in powder form, the ACP 
conditioner may be dusted directly 
on the soil or dissolved in water for 
liquid application. Once applied, it 
stabilizes soil structure indefinitely 
and eliminates the packing, crusting, 
and cracking that usually results 
from heavy rainfalls, it is claimed 
Also, the new product is said to in 
crease water penetration and absorp- 
tion, making fertilizers and nutrients 
more readily available to plant roots 


two 
agents 
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New Stanley Displays “‘have everything’”’ to... 


Boost your 
Cabinet 
Hardware 


Sales and 
Profits! 


% Modern, eye-catching design 


% Adaptable for post, wall or counter 
display use 


¥ No charge for display — pay cost 
of hardware only 


















% You'll sell more Stanley Cabinet Hardware 
if you show it! These new point-of-purchase 
displays are designed to get this handsome 
Stanley hardware out front—where your 
customers can admire it, handle it . . . see for 
themselves how smoothly it works. 





Each display is equipped with automatic 
“swing-back”’ hinges (for post or wall mount- 
ing). They can be removed easily, in one 
motion, for outside sales use. Also designed 
for counter use. To make these silent 
salesmen doubly effective, each is equipped 
with a pocket for booklets describing the 
complete Stanley Cabinet Hardware line. 


How to get yours 


Displays, smartly styled in blue, maroon and yellow, 
measure #DB521 — 2342" high x 1842” wide 


— #DB520 — 1412” high x 17” wide respectively. 
Order whichever one you prefer by number from LE 
your distributor today. Use it to stop traffic and 


stimulate interest in Stanley Cabinet Hardware. You'll 


sell more — and make more! Reg. U.S. Pot. Off. 
HARDWARE ¢ TOOLS « ELECTRIC TOOLS 
‘ The Stanley Works, New Britain, Conn. STEEL STRAPPONG e STEEL 
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line 

your 
customers 








CLEMSON BROS., Inc. 
MIDDLETOWN, N.Y. U.S.A 
Makers of Hond and Power Hack 
Sew Biedes, Frames, Meta! Cutting Band 
Sew Blades and Clemson Lawn Machines 


@ eo 
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CISCO Intreduces New 
Fixture Clamp .. .- 


amp, incorporating 
the Saxton principle of clamping, 
has been introduced by Centinela 
Industrial Supply Co., 11930 Ingle- 
wood Avenue, Hawthorne, Cal 
The new unit is said to be ideally 
suited for all milling, drilling, rivet- 
ing and assembly fixtures. A twist 


A new ‘ixture cli 


of the wrist removes trunion from 
the retaining hook in mounting 
bracket, and the full open position 


gives unobstructed vertical clearance 
for removal of finished work. The 
powerful gripping capacity of the 
new clamp, combined with its non- 
flexing design, eliminates chatter 
during milling or intermittent cut- 
ting operations 

operation and 


The unique screw 
vibration absorbing, spring bearing 
trunion insure firm, steady grip in 





abusive 


riveting or other fixture ap- 
plications. The new unit can be 
closed and adjusted in one operation 


It is durably constructed of roll 
forged steel, and has a black oxide 
finish. Cadium plate or electro-zinc 


finishes are available when specified 
Sizes presently available include 3 
and 6 inch throat depths 

+. 


Eagle Rule Announces 
Coil Spring Joints... 


Smoother folding rule action, 
greater accuracy and joints that will 


not get loose are advantages an- 
nounced by Eagle Rule Mfg. Corp 
for the new coil spring joints 


The feature of this new develop- 
ment is the inclusion of a coil spring 


in the interior mechanism of each 
and every joint of a wood folding 
rule 


a new testing 
the joints to 
incurred in 


Eagle Rule has built 
machine which cycles 
reproduce the wear 
normal use of a rule. The new coil 
spring joint is still like new after 
75,000 cycles, the equivalent of a 
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Ss 
famous to 
so many people 











They're worth waiting for! (Though 
today’s shortages have made them 
scarce, the situation is improving.) 
Keep identifying your store (with the 
popular, practical Bassick display) as 
headquarters for Bassick “Diamond- 
Arrow” and “Diamond-Dart” casters 

and rubber cushion 
, glides. First in cus- 
s) tomer preference 
and satisfaction. THE 
BASSICK COMPANY, 
Bridgeport 2, Conn. 
In Canada: Belle- 







war ac 


1952 





There is no sulutitude 
lov the 


NATIONAL HOUSEWARES 
EXHIBIT 





Twice a year the National 
Housewares Show is a means 
of renewing understandings 
be: ween buyer and seller at 
For more than 50 years Griffin the personal level that no other 
hinges have been known for their medium offers. 





fine materials and workman- 





ship. Griffin hinges are 


part of a wide variety of light 


builder's hardware --- | CHICAGO 1953 EXHIBIT 


quality produced by 


Fie cy soe sccor nae” | JANUARY 15-22, 1953 


Exhibit not open Sunday, jon. 18 


—(jRIFFIN—| NAVY PIER, CHICAGO 


anufacturing Company 


ERIE +» PENNSYLVANIA 
THE 8. S. ALDER COMPANY 
Now Yorn? WY, 
MARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS ©. H. FARRAR 








4638 Nichols Porkwoy 917 St. Chories Avenue 6637 Golf Drive 
Konsos City, Missouri Atienta, Georgio Dollies 5, Texes 
WILBUR H. DAVIS H.C. Gover CHARLES 1. Lewis NATIONAL HOUSEWARES 
‘= w oe Avenve 2611 Gerrison Bivd 1355 Morket Street 
hicoge 26, Illinois Boltimore 16, Maryiend Sen Froncisco 3, Calif. 
17134-6 Wyoming Avenve 1620 Gerfieid Street 4524 East 60th Street 
Detroit 21, Michigor Denver 6, Colorado Seattle, Washington 
AUSTIN B EDDY INC. W C. MEIBAUM & CO t. G. PULLER, mm. 1140 Merchandise Mart, Chicago 54, Illinois 
115 Brood Street 6954 Olecthe Avenue 644 Wellington Rood 
Boston, Massochusetts St. Lowis 9, Missouri Jockson 6, Mississippi 
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Sout Beno Coguer 


MODELS FIT EVERY 


CUSTOMER NEED! 


Sa 


- Sarre >» =—-cowm 


“He 1% 


Pe “ep 
part 


wis 


one 





16 pear, 2 color book 
How Te Play Croquet” 
describes complete hie 

tory and cules of game — 

25e lint, Quantity die 
counts to dealers 





SALES REPRESENTATIVES 
Nast ~ Julius Levenson, 7 Bast ith Sc. N.Y 
Seath ~ Louis Williams & Co., ted National 


ik Bidg , Nashville, Tenn 
Midwet—South Bead Toy Mig., So. Bend, Ind, 
talf, 6 3. W Anderson Sales Company, 
750 W. 10th Place, Los Angeles 14, Calif 
Denver & Pac, N. W.~Leo Scherrer, 2840 W 
Oded M., Seattle 7, Wash 
Hapert — Atiliated Reporters, tnc., 
S4th Sereet, New York City 
SOUTH BEND TOY MFG. co. 
SOUTH BEND 23, INDIANA 


10 Bas 





AMERICA'S FAMILY GAME 














afpentier wing th rule 4 time: 
Gay tor siz year Wat afteez ced 
Further tnforma available 
from Eagle Rule Wig Ky $14 
Hunts Poiret Ave New York © 
New York 


Dri€iad Announces Yeu 
Infiatable Cushion .§ . 





A new, all-purpose inflatable cust 
ion has been intro ‘ by the Dr 
Clad Corporsatice { Hock? 
rien 

Made of tough ng-lasting Viny 
ite plastics, the 2 te ti 
zea the year-rou by pectator 
fishermen, vacationer ifice work 
ers, etc. The 16 x 12 irx p 
cushion inflate with thre 
breatis through a meta 
valve. When deflat 
HY stored oF arr . . 

— «© 


he 





are both wat roof 


Cushions 


, 
mildewproof, and are packed in an 
attractive box that can be verted 
inte an eye-catching counter di 
play 

Further details on the all-purpose 
inflatable cushion can be obtained 
by contacting local wholesaler or 
by writing the DriClad Corporation, 


Rockford, Ilinoi 


+ 


Rectangular Frying Pans 
Announced by Met-Ron . 


Met-Ron Cookware, 930 
Racine, Wis., announces a 
rectangular frying pans 
aluminum, 
sandwich size 
inch fryer 

Specific advantages claimed by the 
manufacturer: the cooking area in a 
rectangular pan is 27.3 percent great- 
er than in a circular pan of the same 
diameter; the new type Met-Ron pans 
cook more foods on a single burner, 
saving in gas or electric current; the 
pans have no square corners, all are 
rounded to a comfortable radius, con- 
venient for cleaning or scouring; more 
convenient for stacking or hanging, 
may be stacked on edge in a mini- 
mum of space; pans are cast by spec- 
jal process in their final form to a 


Tenth St., 
of 
in heavy cast 
ranging from the 
to the 11% 


series 


SIZES 


one large 
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CHENEY 


Stluer King 


NAIL HOLDING HAMMER 





The Cheney Silver King 
Xmas Box serves as 
decorative display and 
an attractive holiday 
package. An ideal 
Renee gift forthe master 
mechanic or the home 


carpenter. 
Order now for immediate delivery: 









JOH HM GRAHAM ECO inc Mew York WY. 


SANMPORD BROTHERS. Chertencege, Tena 


estas. tease 


wenevCH E N EY "cour 





1952 














a? oF Stn, 
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Your H-! man mh 
can be 
a life-saver wa 





Your H-I man knows tackle and the tackle business — 
because tackle is his business. Doesn't it make sense to rely 
on him for sound advice on tackle buying and selling? 


He's in a perfect position, too, to supply you with exactly 
the right tackle that's right for your area. That's because 
the H-I line is complete— 29,000 items, including complete 
equipment for every fisherman and every kind of fishing. 
He'll show you H-] Power Glass Rods — the largest line, 
greatest values in the field—bamboo and steel rods, reels, 
lines and lures. It's the H-! line, one great source for ali 
your tackle needs. 


Ask about national advertising and promotion. Your H-| 
man will give you details on H-I's outstanding 1953 cam- 
paign, and how easily and economically you can tie in. 


Rely on your tackle man — your H-I man. See him — or 


ORROCKS 
BOTSON 


<S 











Every Dealer Sells Bow Saws 
when 








Patented Blades 


Light, Sturdy, 
Tubular Tension Frames 


Quick Blade Changes 


Fastest Cutting Bow Saw Made 


Everyone thot has used 
@ famous Bushman sow 
knows it cuts foster —is 
less tiring and cuts longer 
than any bow saw they 
con use. Declers, too, 
know how these sows 
have sold yeor in and 
year out becouse they're 
everything their cus- 
tomers want. Order your 
stock now, and watch 
Bushman moke o profit 
for you. 

OTHER GENSCO PRODUCTS: 






—_—— 

Ove! Tubing odivstable 

A saws—30", 42" and @ 
stres. 

ee ere 





Extended Hondie Sows 
30", 36°, 42° sizes 











Monvufacturers of the Largest Line of Fishing Tackle in the World 
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GENSCO TOOL DIVISION 
GENERAL STEEL WAREHOUSE CO., INC 


1806 North Kostner Avenue « Chicago 39, Illinois 








2 Og et 


No stock to buy... 
no charge for display 


~~ 






graue@oereee 








Here are displays which are 
refreshingly different—modern in 
design, traffic-stopping. And you 
pay only the cost of the applied 
hardware (as shown). There's no 
charge for the display piece, no 
stock to buy. Order your Stanley 
Cabinet Hardware point-of-sale dis- 
play by number from your dis- 
tributor today. 


The Stanley Works, New Britain, Conn. 





Reg. U.S. Pat. Off. 


HARDWARE © TOOLS ® ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 





smooth finish with the developed 
locked Pore cooking surface, so that 
grease cannot soak into minute pores 
to create a browning coloring; the 
outer surfaces of each pan are highly 
polished to present an attractive and 
easily cleaned finish 

Met-Ron cookware now is in full 
production on all sizes, and distribu- 
tion is being expanded as rapidly as 
territories can be covered by the 
sales personnel, it was announced 
Retail prices range from $2.45 to 
$7.95 


* 


Champion Announces New 
Channelleck Plier . . . 


A completely new No. 420 Channel 
lock plier has been announced by 
Champion DeArment Too! Co., Mead- 
ville, Pa. The No. 420 has been one 
of the most popular items in the line 

The new No. 420 features under 
cut tongue and groove adjustment, 
which gives the new plier a positive 
adjustment. The triangular shaped 
tongue and grooves provide strength 
far in excess of requirements, it is 
claimed 

The addition of a forged rib on 
the tension edge of the Channellock 
joint provides the strength required 
for the toughest jobs and is a pat 





ented feature. The jaws have been 
redesigned to permit maximum util 
ity in gripping smal! objects. The 
shape of the teeth has been especial 
ly designed to provide the most posi 
tive grip as well as longest life 
The manufacturer, Champion De 
Arment Tool Company, originated 
the Channellock principle of plier 
construction twenty years ago 


- 


Resin-Free Wood and 
Plaster Sealer ... 


Claimed to contain twenty-five 
percent more solids than previous 
sealers, a new wood and plaster seal 
er is now available from Linseed 
Oil Products Co., 359 Del Monte St., 
Pasadena 3, Cal 

The manufacturer points out that 
most sealers contain about 50 per 
cent solid non-volatile-matter, where- 
as this new product, sold under the 
trade name Liquid Raw-Hide, is 
guaranteed to contain 62's percent 


LOW PRICED 
GIFT ITEM 








GED COMET 


The little red lantern 
with the big sales record 


TO DISPLAY iT IS TO SELL IT 


R.E. DIETZ COMPANY 





SYRACUSE 1, WN. Y. 


Tapat«o | 








‘e208 eee pant: 


HORSE COLLAR PADS 


f) 


For every work horse and mule 
“The pad with the rust-proof 
red hooks 


Ta patdo 


TRACTOR SEAT CUSHIONS 











For every tractor and farm 
implement seat. 


See your jobber or write us. 





THE AMERICAN PAD & TEXTILE CO 
Greenfield, Ohio 











MAKERS OF FAMOUS TA-PAT.CO 
HORSE COLLAR PADS SINCE 188! 
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“It ought to go easy tonight, 
Gladys, I’m using my 
PARKER HACK SAW!” 


Without any hocus-pocus, but with all the con- 
fidence in the world, you can sell a Parker Hack Saw 
for every conceivable hack sawing job. This Automa- 
tic Hack Saw Salesman helps to do the trick, too — 
performance-wise and profit-wise. 





1 Manufacturers of World-Famous Trojan Saw Blades and Frames 


Fay the| Parker | fine 


PARKER MANUFACTURING CO. 
- A. 


' WORCESTER 1, MASS., U. §$ 
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Profitable and * 
ope ular 


NATIONAL LOCK 


AGS 


BRASS ASSORTMENT 


and DISPLAY BOARD 


Sells Easily 
Requires Low Investment 
Moves Rapidly 


* & & & 


Meets Popular Demand 
* Utilizes Minimum Counter Space 


Here's an eye-catching display of National Lock 
brass hardware, corefully selected for ease of 
selling. Including a handsome natural birch finished 
display board, the assortment offers such “in 
demand” items as norrow butts, broad butts, 
mending plates, angle irons, hasps, butterfly hinges, 
label holders and more. All are also available on 
open stock orders. Nominal investment. Minimum of 
counter space. Ask your jobber today about this. 


SOLD ONLY THROUGH JOBBERS 
Distinclive Hardicare 


ALL FROM J] SOURCE 


NATIONAL LOCK COMPANY 
MERCHANT SALES DIVISION 


een eS Seek Be PrLLINOTS 
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New 


FOR OLD 


«+. WITH 


MORE PROFITS... 
- « « MORE CUSTOMERS 
Stock ol! these Wallrite designs 


Write for FREE 
Advertising Material 


‘| 
PO AT) peconate 
i SUL OIue PAPER 


FLEMING & SONS, Inc. 





CLASSIFIED 


Sales representative needed to cover 
exclusive territory for nationally 
known manufacturer of hand tools 
Territories open include Florida, 
Georgia, Alabama, Tennessee, Missis- 
sippi, Arkansas and Louisiana and 
also Texas and Oklahoma. Call on 
retail hardware dealers, automotive, 
radio, mill supply, electrical and 
plumbing jobbers. Write Box 663, 
Southern Hardware, 806 Peachtree 
St., N.E., Atlanta, Ga 


thus greatly increasing its efficiency 

Linseed Oil Products Co., manufac 
turer of resin-free ‘al! oil base) fin 
ishes for all kinds of wood, points 
out that this new product is also 
completely resin-free 

The versatility and body of Liquid 
Raw-Hide Wood & Plaster Sealer 
makes it adaptable to the following 


wood gnustl® 
7 rr etl 4 


Poe : 


ra rear 


diversified uses: paint enameling 
plaster sealing, and as a penetrating 
floor finish or for converting a flat 
to an egg-shell ename! finish. Dry 
ing-time is said to be two to three 
hours for dust-fre« six to eight 
hours to a hard-dry 


* 


New “Green Thumb” 
Display Material . . 


A window streamer and a pop-up 
display card are included in the new 
“Green Thumb” advertising cam 
paign for Porter pruners now ap 
pearing in trade and national mag 
azines. DuraCut and DuraShear one 
hand pruners are highlighted by the 
window streamer, Both pruners fea 
ture cushion-comfort grips that never 
slip or blister hands. Streamer and 
pop-up are packed one each to every 
six-box carton, and are available on 
request to H. K. Porter, Inc., 74 Foley 
St., Somerville 43, Mass 





AO 


\N 


\\ 


SEE YOUR JOBBER 


HANSON SCALE CO. 


tr ae oI CHICAGO 22. ILLIN 





Producls'of Merit 

pam, |CONSUMERS 
WATERPROOF 
“TILE BOARD — 
CEMENT 


@ The quick, clean. easy way to put 
up tile boord, ony thickness — 
permanently! 


@ Never sets brittle wont dry 
out ond pull awoy 

@ Waterproof. Contains special 
rubber base 

®@ Economicol. Covers 150 sq. ft. per 
gallon 

® Available in quorts, gallons, 5 
gallons 


CONSUMERS GLUE CO 


1515 N HADLEY ST ST. LOUIS 6, MO 
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INCREASE Your SALES and PROFITS 
with this new and attractive “FLY-BYE" 
counter or wall Display. 












MINNOW 
BUY YOUR 


Finest minnow pail 
made! Galvanized, 
perforated buck- 
et, with hinge 
cover and snap 
style top, for 
easy removal 
of insert. Full 
10 quart 
capacity. 


PROVED . 

the most efficient 
and effective 
method for de- 
stroying Flies, 
Mosquitoes, 
Moths, Roaches, 
Spiders, Chicken 
I ice, I leas, Ants, 
and other flying 
and crawling in- 
sects. 


+ & SECTS 














TOMATICA 


















The FLY-BYI 


beautifully attractive wall fixture that uses an ordinary 


Vaporizer 8 a 


light bulb to vaporize the powerful non-toxic chemical 





en a ae 





Frabill Minnow Breather Inserts . . . the answer to long “LINDANI Needs no installation complete 
life for minnows! Made from finest materials with unequalled with cord and plug 
breathing features. Frabill MINNOW BREATHER INSERTS ORDER TODAY .. . Sample with Display, $6.00 













cn ee ee ae GENERAL MFG. & DISTRIBUTING CO. ; 
.C ken Rng QUINCY 1, MICHIGAN 


























WFiite Master 
YOUR PERSONAL NEEDS... Slide Unit 
ide I 
for information about the hardware business are met every e 
month in the year in the pages of SOUTHERN HARDWARE The lenges! sturdiest, oll weided 
For more than 4 years SOUTHERN HARDWARE has been @ quide { 
and friend to hardware men “down South”. The magazine has been steel slide on the market; fee- 4 
built on @ program of * to readers that covers : 
: Bingley, “€ es Bay 
pa . = - > Promotion é : twres @ slide bed of ARMCO 
. yee Reletions, , * © ae 
meats, Eraait Ce : tnoteye ' pa — 0a ZINCGRIP. Available in 3 
Pius, local news about friendly people and their activities in the sizes—8 ft, 10 ft, i 
Southern hardware trade @ feature that no other magazine has 13% ff. lengths. ; 


developed so fully. Each of these subjects is given special attention 
in its relation to the special needs and problems of Southern hard 
were men 

if you are not already a subscriber, send in your $!.00 today for i 


a yearly subscription or $2.00 for three years | 
SOUTHERN HARDWARE Write for Free Colortul Catalogue 


806 Peachtree St., N.E. Atlante 5. Georgie CONSOLIDATED METAL PRODUCTS COMPANY 
424 EAST PEARL STREET © CINCINNATI! 2, OHIO 


LEVELS 


if your dealer can't 
supply you Write 


































PROTRACTOR LEVELS MAGNELITE LEVELS 


Eliminates gucssing at difficult angles. Makes Dept. T Unbreakable frame of extruded magnessum—1/4 lighter 
Work Easier for all tradesmen! Just one simple turn at 
—_ of the dial and you have the angle or drop per foot ) 4 SCHARF MFG CO than aluminum. Replaceable Vial Units. Available in 9 
APPLIED FOR you want quickly, easily, accurately! ra sizes 12, 18, 24, 28, 30, 42, 48, 60 and 72 inches 














CARPENTER SQUARES TROWELS, FLOATS, CEMENT TOOLS. DARBIES 
AmeniCa’ 3 FIRST FOR THE TRADE 


FOR THE FARMER 


CRAFISM En J 
FOR EVERY USE FOR THE HOUSEHOLDER : ‘ 
" Quality with §conomy a on 
Nae NICHOLLS MANUFACTURING CO. OTTUMWA, IOWA - U.S.A 
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,aits in individual transparent plastic 
top boxes. According to the manu- 
facturer, the display can be set up in 
five seconds 

Further information is available 
from Fred Arbogast & Co., Inc., 3333 
West North St., Arkon 3, Ohio 


Mall Tool Introduces 
New Tool Tower Display 


Mall Tool Company’s new tool tow 
er, made of stainless steel tubing with 
solid natural oak shelves 1 x 10 
inches and topped with a 4-way 











Longer handles 
for 4 . 
Ser handling multi-color illuminated sign, stands 
34% inches high, 30 inches wide and 
Supersharp Blades Cut Waste Motion | >) 30): een 
ng . 4 / y 


3 4, With sample display space for five 
4 aed, popular Guide Master Drills and ac- 
y cessories, the merchandiser is de SALAD BOWLS 
signed for all-around visibility and 
is offered on a new 2-way profit EXPERTS USE 
deal. Details are available from Mall FIVE complete distinctive lines to 


Tool salesmen or Mal) Too! Co., 7740 
South Chicago Ave., Chicago 19, Ill enthuse all classes of trade. Bowls 





















in the exclusive Parrish finish— 
° the finest made—in choicest 
woods; also popular priced lines 
: Winech aitieens ath ities : Counter Display Bexes of beautiful quality for home and 
: are instantly replaceable for Arbogast Baits . . professional use. Complete lines of 
Push in new blade —old one d 
slides out easily. Stock A r Fred Asbos - woodenware backed by more than 
enuine Red Devil Blades ¢ nny oS ony oo 7 i on ore half a century of wood crafts 
or replacement. 4 - shippec 1 colorfu 4 
counter display cartons: the '4-ounce manship. 
Spinning Jitterbugs, Spinning Hula , r 
" Poppers, and the No. | and 2 Spin Write for illustrated folder and 
ning Hawaiian Wigglers price list that shows the way to 
The new yellow package features sales and profits. 
Product of the bait it contains in full color. Also, 
& AA Ay Cee 2M | cosh corn contains si spinning | J. SHEPHERD PARRISH CO. 
4 IRVINGTON 11,N. 3. U.S. A 205 W. Wacker Drive Chicago 6, Ill. 
i 





MARSHALLTOWN TROWEL COMPANY + MARSHALLTOWN, IOWA 














NEW COLUMBIANA "“ALL-IRON" 
PITCHER SPOUT PUMP 


e Md @ Here are some of the outstanding features 
that make Columbiana the preferred name in 
hand pumps for the entire world: 

* 1” SPOUT 


w—ADJUSTABLE REVOLVING BEARER 
*%—ANTI-FREEZE ACTION 
*%—CUTAWAY BASE 

bucket directly 
Designed for wells and cisterns up to 25 feet 


MATCHED ACCESSORIES FOR deep. This low-price, high-quality 20-pound 


pump is 18," high, has a 3” polished cylinder 


BATHROOM - KITCHEN + CLOSET diameter and a |'4" suction connection for 
standard pi tap. Finished in handsome green 
m enamel. Write today for complete information 


Fig. 19, No. 2 
Established 1888 


“Designed to Make the Passer Buy” 
Columbiana PUMP COMPANY 


THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT, U.S.A. ellis tania t & | 
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It SELLS because it's Tough Solid Braided Cotton! 
lt SELLS because it’s Wear Resistant! 
lt SELLS because it's Pliable for Easy Installation! 


It SELLS because it's Nationally Advertised! 





Your customers quickly 
identify Spot Sash Cord by 
the colored spots, our regis- 
tered trade-mark. For new in- ‘@ 
stallations or replacements, % 
recommend strong, job-tested 

Spot Sash Cord 


YOUR JOBBER HAS IT! 
Also ask him about the complete \ 
Samson line, including Tite-Rope, wire- \ 
centre, plastic-coated clothes line; ‘ 
Whale, solid braided cotton clothes 
line; venetian blind, awning and marine 
cords; and other small lines. 


Sameoon 


CORDAGE WORKS 
BOSTON 10, MASSACHUSETTS 


reoeuc! roe 
sastime tComeer 






























HEXAGONAL NETTING. 
The high standard of 
the industry ... evenly 
woven... perfectly 
straight selvage .. . 
heavily galvanized 
with gleaming fir- 
ish. This popular 
product is readily 
identified by the 

famous colorful 
rooster label. 





MAN COsMA a) 
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ASK FOR WILLIAM JOHNSON 


Garden Tool 
Display Rack 


JOHNSON 


GARDEN TOOLS 





yo "le 


Te ee lal 
Hayle 


Rack AVAILABLE with ONE DOZEN each 
of any 8 following items 


270 —CULTIVATOR 2500 —ASPARAGUS KNIFE 
218 —GARDEW DIBBLE 217 —TRANSPLANTING 





300 —GARDEW FORK TROWEL 
215 —GARDEW TROWEL 211 —FORGED GARDEN 
2120 —GARDEW TROWEL TROWEL 
Substitution items to suit local conditions: 
200 —IDEAL WEEDER 250 —LAWN WEEDER 
20 —HAIEL 220 —IROW DIBBLE 
212 —GARDEN TROWEL 270 —LONG HANDLE 
114 —FORGED DE LUXE GARDEN CULTIVATOR 
TROWEL We. 1—SMALL GARDEN 
215-A—BEDDING TROWEL LIWE REEL 
217-A—TRANSPLANTING HOE TROWEL Wo. 2—LARGE GARDEN 


222 —STRAWBERRY TROWEL LIME REEL 
CONTACT YOUR JOBBER or WRITE US for INFORMATION 
GUARANTEED e SINCE 1830 


WILLIAM JOHNSON INC. 


PRENNER AND KENT STREETS—NEWARK 3, N. J. 
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YOURS IN FIVE SIZES 


FRABILL’S @ — FROM 20¢ TO 40¢ 





FISH FLOAT FOR CASTING OR 
JUST PRESS ‘N TURN STILL FISHING 
Vf \ @ BRILLIANT RED AND WHITE 


/ @ BRASS CAP FOR CASTING 
y)\ OR STILL-FISHING 
iW ~  @ UGHT WeicHT 

rn 


yo 
J - @ HARD PLASTIC 


—s _— CO. 238." "e st 











THE MOST POPULAR OF ALL BRANDS 
Year in and year out, Phoenix leads the field in sales. 
That's because year in-year out, Phoenix leads the field 
in service 

There's a size, weight and style for every horse and mule 
working under any conditon. It's easy to see that Phoenix 
means business. So cut yourself in on the profits! Stock 
and recommend Phoenix Horse and Mule Shoes NOW! 

World's Largest Manufacturer 
of Horse and Mule Shoes and Calks. 


PHOENIX MANUFACTURING COMPANY 
Joliet, Winois A Catasauqua, Pa / 





flexible 
metal poppet 





ALL POSITION 


Patented, Flexible Monel 
Metal Poppet cannot leak. 
Quiet and very sensitive in 
operation. For cold or hot 
ee water or steam. 200 pounds 
pressure. One-piece brass 
your jobber shell. Made in seven sizes. 
Ask for Bulletin 204 


STRATAFLO 
PRODUCTS, INC. 


FORT WAYNE, INDIANA 





$s 


OAKES Hog Feeders and 
Founts are profitable items 
for the dealer. See your 
OAKES jobber or 
write direct. 

OAKES Mfg. Co 

Box 121, 

Tipton, Ind. 

















UKELELES, GUITARS, VIOLINS 


and other string instruments 
. 
Make extra profits by han- 


dling these additional lines. 
WRITE US FOR DEALERSHIP DETAILS 


CONTINENTAL MUSIC 


DIVISION OF C. G. CONN, LTD 


146 Marietta St., N. W. Atlanta 3, Ga. 
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Dealers Everywhere Marvel — NEVER BEFORE... 
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TOPS IN VALUE... TOPS IN PERFORMANCE... 
TOPS IN PROFITS TO YOU! 





Here’s the sensation of the chain saw field . . . the Model 3 Lombard 
Woodlot Wonder Sow, priced at only $265. 


Dealers everywhere tell us these saws stand up and take it like big farm 
machinery, yet they are feather-weights in action. That's because of 
Lombard’s fifty year reputation for fine engineering and building quality 
machinery. 








Nationally advertised in Country Gentleman, Saturday Evening Post, and 
leading State Farm Papers, this saw is creating sensational sales records. 
If you want a leader, get on the Lombard Band Wagon. Write, wire today! 





DEALER OPPORTUNITY IN SOME AREAS 





MODEL 3 BOW SAW $297 
FOB. FACT 
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DAILY CANVASSING 


Following a sectional demon- 
stration of m.achinery, A. J. 
Barkley calls upon a farmer 
contacted at the demonstration. 
After a complete survey of the 
farmer's land and pment 
and probable needs, Barkley 
will make a return visit within 
30 days 


= Is NO better way to build 
and maintain an up-to-date 
prospect list than by canvassing 
the trade territory, but the pro- 
cedure must be systematic and 
consistent, according to A. J. 
Barkley, president of the Pied- 
mont Farm Equipment Co., 
Greensboro, North Carolina. 
Canvassing is so important in 
maintaining sales for this com- 
pany, that it is a daily affair. Each 
day, Barkley and his salesman, 
prospect cards in hand, travel the 
trade area making farm calls. 
They spend a full six hours a day 
making these surveys of the fu- 
ture needs of individual farms 
There is nothing hasty in their 
method. In those six hours they 
average about five calls, but ‘when 
they leave a farmer they have 
recorded the location of his farm, 
the amount of land, type and 
quantity of crops and the age and 
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builds profitable prospect list 


Here's a sales appreach that 
pays off—ceonsistent contact 
with farmers and up-te-the 
minute records of their needs 


condition of the farm 

machinery in opera- 

tion. A full record is 

made of the equip- 

ment the farm needs, 

and if the machinery 

in use is of the line 

handled by Barkley, 

any needed repairs 

are immediately 

brought to the farmer's attention. 
Immediately following a first 
call, Barkley and his salesman 
set a date for a return visit to the 
farm. Where a farmer has shown 
definite interest in new equip- 
ment, a return visit is made the 
following day. In any event, the 
farm is revisited within 30 days 
Barkley feels that delaying a 


revisit beyond 30 days is inadvis- 
able, for a competitor is likely to 
“sell” the prospect during that 
period 

“We even try to learn a farm- 
er’s hobbies and show an interest 
in what interests him,” said 
Barkley who has built up a pros- 
pect list of 800 names, “For ex- 
ample, if a farmer is interested 
in hunting dogs we note this on 
the prospect card and remember 
to inquire about them.” 

If a farmer has shown interest 
in a new tractor and has agreed 
to let one be brought out to the 
farm, Barkley gives a full demon- 
stration placing special emphasis 
on the features of the new tractor 

(Continued on page 93) 


a A possible purchase of a new tractor with a customer, 
ley points out various features of the new machine 
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This rotary mower is keeping 
weeds and tall grasses under 
control on this farm. Through- 
out the Southeast a large acre- 
age ot bottomland is being 
cleared for pasture. Clearing 
often is a major operation re- 
quiring bulldozers, root rakes, 
and heavy discs to get the land 
leveled to the point where farm 
equipment can be used. Farm- 
ers in the Southeast are find- 
ing that farm machinery has a 
place in every step of pasture 
development and maintenance 
beginning with preparation of 
the land 








Using Farm Equipment in 
PASTURE DEVELOPMENT 


— WORD “PASTURE” implies 
perennial grasses and legumes 
grazed over a long period of years. 
But because the land is in sod 
doesn't mean that machinery is 
out of the picture. In fact, farmers 
in the Southeast are finding that 
farm machinery place in 
every step of pasture development 
and maintenance, beginning with 
preparation of the land 

Seedbed preparation for all per- 
ennial grazing crops should be done 
with two things in mind: (1) a 


has a 


By T. C. Maurer 


Regional Agronomist 
Soil Conservation Service 


Ne. 3 in a series 


good stand of the grass and legume 
grazing crop and (2) and 
economy in the operation of ma- 
chinery 

Throughout the Southeast a 
large acreage of bottomland is be- 
ing cleared for Much of 


ease 


pasture 
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this low-lying :and was abandoned 
as cropland after erosion had 
caused the stream beds to fill up, 
flooding the adjacent bottoms and 


making them too wet for crops 
This land, now generally grown 
up in trees and brush, is some 


of the best pasture land we have 
when it is cleared and drained 
Clearing is usually a major op- 
eration, requiring bulldozers, root 
rakes, and heavy disks to get the 
land leveled back down to the 
point where farm equipment can 
be used. Where drainage is nec- 
essary, dragline is often used to 
cut the necessary ditches. Road 
graders are often employed to cut 
the V-ditches needed for surface 


The tractor operator at left is 
applying fertilizer to Bermuda 
and clover pasture. From 25 to 
50 percent of the farm should 
be fertilized every year. de- 
pending on the kind of soil and 
also on whether it is a beef 
or dairy farm 
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A report to you abour men and machines that help maintain International Harvester leadership 


“WE'D DRIVE 400 MILES for a 10-cent part... 


to help a farmer save his crop” 


— says Jack Miller, iH Dealer, Clarksville, Tenn. 


Won't a dealer go broke doing business like that? 

“No,” says Jack Miller, partner, Perkins and 
Miller, IH dealership at Clarksville, Tenn. “It’s 
just low-cost good will. It’s the kind of service 
that made us grow!” 

To illustrate this philosophy of “human rela- 
tions” in customer service, here's what happened 
one day last summer. 

“The phone rang late one afternoon,” Jack says. 
“A worried farmer told me he'd just broken his 
windrower. His fescue was ready and a rain could 
cost him $3,000. Could we help him?” 

“We certainly could—and did. Two of our men 
drove 400 miles on an all-night trip to pick up a 
replacement for the broken part.” 

Jack Miller recognized long ago that customer 
good will was one of Perkins and Miller's most 
valuable assets. At the same time, Clarksville, 
Tenn., recognizes Jack Miller as one of the com- 
munity’s most valuable assets. His civic minded- 
ness, and his keen, active interest and participa- 
tion in community activities make him a leader 
in Clarksville. Here are a few specific examples: 
© For rural youth: sponsorship of a vacation trip 
for 30 4-H boys and girls to Chicago each sum- 
mer; an annual party for 150 local Future Farmers 
of America; a two-year scholarship to Austin 
Peay State College for the outstanding high 
school rural boy or girl in the community. 
© For the community: active support of such 
activities as local fairs and horse shows; generous 
backing and support of such community projects 
as the construction of a new high school stadi 

The influence of Jack Miller and the Perkins 
and Miller dealership is felt in many other ways 
in and around Clarksville, too—in a thorough 
knowledge of local agriculture and exactly what 
IH equipment to recommend for their customers’ 
farming needs; in a sense of responsibility to cus- 
tomers, the community and the retail farm equip- 
ment business. This philosophy establishes Per- 
kins and Miller as a leader in the community. 








“Our customers,” says Jack Miller, “are our friends. We welcome 
them at the door, make them feel at home, and give them all-around 
SERVICE. In fact, good service is the foundation of our business. 
Our 54 employes reflect that philosophy in all their contacts with 
our customers.” 





There’s plenty of good, friendly teamwork between department 
heads at Perkins and Miller. Customers benefit from that team 
work, in prompt delivery of machines and expert follow-up serv 
ice after delivery. Here Ben Ussery, sales manager, left, and J. Hart 
well Cocke, warehouseman, discuss expediting delivery of a disk 
harrow to a customer. 


INTERNATIONAL HARVESTER 


international Harvester products pay for themselves in use — McCormick Form Equipment and Farmoll Tractors 
Motor Trucks Crowler Tractors ond Power Units Refrinerators ond Freezers — General Office, Chicago 1, Illinois 
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Removing stumps with a bulldozer in a new pasture 


drainage. This is all a part of the 
job required to bring this good 
bottomland back into production 
and put it to its proper use 

The job on the uplands is less 
complicated, but the upland fields 
have to be broken. In this modern 
age, heavy disks are used for this 
operation. This work should be 
started far enough in advance of 
the seeding season to allow time 
for the series of steps in land prep- 
aration. If there is much vegeta- 
tion on the surface, the heavy disk 
will leave the land rough and 
cloddy. A good rain will make the 
job of breaking the clods much 
easier, if the farmer has given 
himself plenty of time. 

A light double-gang smoothing 
harrow will break the clods and 


start the job of smoothing. This 
will require more than a “once- 
over-lightly.” It should be con- 


tinued until the soil is as smooth 
well-raked garden. Here a- 
gain, if the farmer has given him- 
self plenty of time, he can wait 
for a rain. The land not only will 
work easier, but newly sprouted 
annual weeds can be killed off at 
the same time the surface is be- 
ing smoothed. It helps to pull a 
spike-tooth harrow back of the 
disk 

Under the best of seasonal and 
rainfall conditions, a packer or 
pulverizer is an excellent tool to 
use Just prior to the seeding. Of 
course, it should be run on the 
contour so that all ridges and de- 
pressions will act to hold the seed 
from washing into old terrace 
channels or to the bottom edge 
of the field 

The better the seedbed prepara- 


as a 
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tion, the less seed will be needed 
to get a good stand. Seeding can 
be done in a number of ways. A 
cyclone seeder in the hands of an 
experienced operator will do the 
job without skips or double seed- 
ing. Any kind of corrugated roller 
with a seeder attachment will, 
when properly adjusted, distribute 
the seed uniformly. A grain drill 
with grass-seeder attachment is 
becoming popular. It has the ad- 
vantage of putting the fertilizer 
near the seed where the young 
seedlings can get it when they 
really need it. 

Most of the fertilizer and lime 
used in establishing pasture is put 
on broadcast before the last 
smoothing and firming operations 
Wherever lime trucks are avail- 





able they are used to a good ad- 
vantage. For fal] seedings the lime 
can and should be put on during 
the late spring or early summer to 
be most effective for the legumes 
seeded in the fall. 

Truck spreaders save much time 
and labor in handling such a bulky 
product. The smaller lime spread- 
ers usually found on the farm and 
used by the farmer himself may 
do a little better job of getting 
an even distribution of the lime 
and fertilizer. However, a good job 
can be done with truck spreaders 
by careful drivers who have had 
an opportunity to see the results 
of misses and overlapping. Even 
the overlapping has its advantage 
Many farmers have seen that a 
double rate of lime and fertilizer 
has been just what the grass and 
legumes needed 

In a great majority of cases the 
fertilizer is still being put on with 
the farmer’s own distributor. This 
has its advantages also. It is not 
always possible for the trucks to 
do all the work so that seeding 
can be done on time 

When the seedbed has been real- 
ly well prepared, the lime put 
on early, and the seeding done at 
the right time, there is very little 
chance of failure to get a good 
stand of the grazing crop that has 
been seeded. 

Once the crop is up and grow- 
ing well it’s not just a case of 
turning the cows in and forgetting 
it. In fact, the first thing to con- 
sider is the number of cows that 
are going to be turned in and how 
long they are expected to graze 
that particular crop. A good pas- 

(Continued on page 94) 





Purebred Herefords on Ladino clover and tall fescue pasture 
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The huistnes Star Still Shines... 
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There’s a brightness touches earth at Christmas 


that Science can’t explain. 


It speeds across a universe to plerce the darkest 
clouds of Gloom...to dispel the deepest shadows 


of Despair. 


Irrepressible, it penetrates Oppression’s thickest 
walls...invades Misfortune’s deep and dusky 


dungeons with its rays. 


Radiant, its warmth rekindles smoldering coals 
of Charity...and lends new spark to dying fires 


of Hope. 


Broadbeamed, it lights the earth from sea to 
sea...and finally finds reflection in the minds 


and hearts of men. 


True, Science can’t explain it...saying all the stars 


are counted...every sparkle charted to a pinpoint. 


But all who've seen its beauty... known its 
brilliance ...know it truly is the self-same star 
the Magi saw...visible still at Christmas time... 


through a telescope called Faith. 


JOHN DEERE 


Moline, Illinois 
—~ 
Quality Farm Equipment Since 1837 


Copyright 1952 Deere & Ca. 
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Dealer Advertising Promotes 


SOIL 


. RIENDS HAVE often heard James 
A. Hill, Jr.. owner of the Hill 
Machinery Co. in Alice, Texas, 
commit himself to the belief that 


Threugh its advertisements, this 
company directs the attention ef its 
customers te the need for better 
soil management, emphasizing the 
benefits of terracing, contour farm- 
ing and other practices that as- 
sure soil and water conservation 


By Baron Creager 


CONSERVATION 


any advertising program is _ in- 
adequate if that program deals 
only with the brand of farm equip- 
ment offered for sale. 








DROP A STAR FROM THE FLAG? | 


productive land oreo 


put together. 





be done in your community. 








' ing | ited stetes, hes 
Soil erosion, since we begon forming in the un’ ' 
almost the sixe of Indions, Maine, New Hampshire, 


Messechusetts, New Jersey, Connecticut, Delewore, 


That's o serious loss. And we're still losing helt o million precious come every 
yeor. Much of that loss is needless You CAN HELP! See the supervisors ot 
your Sen Diego-Ague Dulce Soil Conservation District, and ask whet con 


Hill Machinery Company 


OF COURSE NOT! 


These sters represent STATES — 4 
STATES. Each one importont in our 
history. Eoch one important to all the 
others. 

Yet, do you know thot we hove lost 
soil from the forms of our country 
equal to the lend erea of about 12 
stotes? 


robbed us of o 


and Rhode Isiond, oll 








On such occasions Hill has been 
heard to expand on his belief, ex- 
plaining his theory that if the soil 
of his trade territory is permitted 
to erode and decline in produc- 
tivity, there will come a time when 
his farm customers cannot afford 
to buy his equipment. 

On the basis of that kind of 
thinking and through advertising 
space purchased in the Alice 
Daily Echo, Hill began in 1945 to 
direct attegtion to the need for 
soil conservation and to plug for 
terracing, contour farming and 
other practices that are the imple- 
ments of soil conservation. 

This series has been continued 
through the years, with conditions 
within the San Diego-Agua Dulce 
soil conservation district being 
adapted to copy, through drought 
and flood. 

One piece of Hill copy that at- 
tracted particular attention ap- 
peared with an illustration of th= 
American Flag, and read: 


Advertisements such as that at 
left contain no “commercial.” 
The signature always is con- 
fined to the company name 
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“Drop a star from The Flag? Of 
course not! Those stars represent 
states—48 states. Each one im- 
portant in our history. Yet, do you 
know that we have lost soil from 
the farms of our country equal to 
the land area of about twelve 
States? Soil erosion, since we be- 
gan farming in the United States, 
has robbed us of a productive land 
area almost the size of Indiana, 
Maine, New Hampshire, Massa- 
chusetts, New Jersey, Connecticut, 
Delaware and Rhode Island all put 
together. That’s a serious loss. And 
we're still losing half a million 
precious acres every year. Much 
of that loss is needless. You can 
help! See the supervisors in your 
soil conservation district, and ask 
what can be done in your com- 
munity.” 

One of the Hill messages on soil 
conservation, which appeared in 
the Daily Echo on May 1, 1949, 
was later judged as the best ad- 
vertisement on soil conservation to 
appear in all of Texas that vear 
With it appeared a large illustra- 
tion of an Alice street under flood 


conditions, with headlines and 
copy as follows: 
“The Alice flood did not just 


happen— it was caused. Yes, it was 
caused by rain running off bare 
pastures which have been over- 
stocked and overgrazed for dec- 
ades! Caused by the topsoil of 





crs_geoeee | HOwDeepIs YourFarm! 


period of 25 years 


Alice area farms 
being deposited in 
the creek chan- 
nel for decades! 
With no grass to 
soak up and hold 
back the rainfall, 
with the creek 
channel full of 
silt, there was no 
place for the water 
to go but out. That 


it did. The only 
place to stop a 
flood is on your 
own farm or 
ranch. Cooperate 
with your San 


Diego-Agua Dulce 
Soil Conservation 
District.” 





TOPSOTL which overages fram 6 to T m 


hee i Gepth over the Nation, conteine 
moet of Une avaiable plant food etuch o 
used bY growing crops Mundreds of pears 
ere requured for nalure te make ene inch 
of fertule top sod 
SUB SOT atone wi!) not produce profitamie 
ge Whe « toy son! is @ume the most 
ke part of the land host 
SUB SOUL FARMING 1S POVERTY Fane 
ino 
ie top soul Gee the super 
« San Diego Agua Dulce Soil 
eveet vale Dest « the Geel Comeerve 
topresentalive m your ere 
-° 
arm conservation pro 





Hill Machinery 


In all of these 
advertisements “ 
‘olfurras heey Aue — 
there is no “com- = on 
ee 





mercial” attached 
to the soil conser- 
vation message. The signature is 
always confined to the name, Hill 
Machinery Co 


However, Hill has benefitted, 
although he prefers not to estimate 
the benefits. And 


John W. Herring, 





{DON'T BURN THAT 
FLAX STRAW! 


bd 


Let the South Texas sun 
@o W! Run « stalk cut 
ter and disk harrow or a 
oneway over the straw to 
make a STUBBLE MUL 


CH out of it 





Alice Cotton 





A STUBBLE MULCH will insulate the soil against high sum 
met temperature keep down evaporation keep Une sot) open 
to absorb water prevent rain drop spiash eromon provrde 
needed organic matter and numerous other benefits 

STUBBLE MULCHINO is the proper way to handle crop rew 


dues in the San Diego Agua Duice Sou Comsrrvatuon distri 


Oil Co. 


a 





district conserva- 
tionist, is author- 
ity for the state- 
ment that “we 
have been grate- 
ful for the oppor- 
tunity to work 
with Mr. Hill with 
this conservation 
advertising. The 
district supervis- 
feel that this 
type of advertis- 
ing is beneficial 
both to the district 
as well as the 
sponsor.” 

Hill’s recogni- 
tion of the basic 
elements of the 
farm equipment 


ors 


Other merchants 
have joined Hill's 
crusade with ads 
such as the one 
shown at left 
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business and his habit of searching 
for all the facts in a given situation 
were primarily responsible for the 
origin of his idea to promote soil 
conservation through advertising. 

He explains that, “Having been 
in the farm and farm equipment 
business for many years, I natural- 
ly give considerable attention to 
crop yields and livestock gains. 
Much to my surprise, I found that 
in our territory the average yield 
had declined nearly 50 percent 
during a period of 25 years 

“This was due, it was obvious, 
to neglect of soil and water con- 
servation. The U. S. Soil Conser- 
vation men have the knowledge 
and technique to correct this con- 
dition, but they lacked the sup- 
port of merchants, bankers and 
professional men for an educa- 
tional program. For there were 
many tenants and even land own- 
ers who were not sold on soil and 
water conservation. Some even 
laughed at farmers who put con- 
tour rows, instead of straight 
rows, on a sloping field.” 

For correction of this attitude, 
Hill conceived the idea of actual 
demonstrations and ten years ago, 
with the help of the soil conserva- 
tion district and extension service 
personnel, he arranged and spon- 
sored the first of an unbroken 

(Continued on page 94) 











USDA Reports on the-- 


Outlook for Farm Equipment 


ra or farm machinery, e- 
s/quipment and other production 
items will be adequate to meet de- 
mand in most instances during 
1953, but costs will go up. As a 
result, farmers, already experi- 
encing some decline in prices re- 
ceived, probably will see a further 
drop in net income for next year 

In its publication, The Farm 
Cost Situation, the Department of 
Agriculture reports that “cost rates 
for most commodities used in farm 
production and also wage rates 
are likely to increase slightly in 
1953 while prices received by 
farmers for commodities probably 
will average slightly lower than 
in 1952. This means that the cost- 
price squeeze on producers will 
be intensified in 1953 


Strong Demand 


“Farmer's demands for labor and 
for goods used in production will 
continue high in 1953. Demand for 
agricultural products also will con- 
tinue high and agricultural out- 
put is expected to be near the 1952 
record level, if weather conditions 
are average. Supplies of labor and 
most production goods are expected 
to be sufficient to meet require- 
ments. With prices of production 
items expected to be a little higher, 
total expenditures for production 
in 1953 probably will be slightly 
above this year. These expendi- 
tures have risen in almost every 
year since 1938, as both prices and 
the quantity of items used have 
increased. Expenditures in 1952 
were 3 to 4 percent higher than 
in 1951, and the highest on rec- 
ord.” 

The government agency points 
out that there probably will be 
a somewhat smaller supply of labor 
in 1953, but emphasizes that “if 
continued emphasis is given to us- 
ing labor efficiently and increased 
efforts devoted to recruitment 
programs no real shortage of 
workers should develop. However 
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Supplies of farm machinery, equipment and 
ether production items will be adequate 
during 1953 but costs are likely to go up 


farmers may find a problem in re- 
placing some skilled and depend- 
able regular workers.”’ 

Adding to production costs, 
wage rates for farm labor may 
edge up a bit further in 1953. The 
publication predicts that “wage 
rates in 1953 may be less than 5 
percent above the 1952 average.” 
Rates in 1952 averaged approxi- 


mately 7 percent higher than in 
1951. 

While the cost of farm ma- 
chinery has no means kept pace 


with the farmers’ other production 
costs, it is probable that costs of 
farm machinery and power will 
be higher than in 1952 

“Retail prices of farm machinery 
and equipment probably will be 
somewhat higher in 1953 than in 
1952, and prices of motor fuels 
and tires also may be higher. The 
impact of the defense program and 
work stoppages in plants producing 
steel and farm machinery have 
reduced output of farm machinery 
in 1952, and production in 1952 
is expected to be lower than in 
any year since 1948. However, pro- 
duction during the past several 
years has been high and, as a re- 
sult, sufficient power and machin- 
ery are expected to be available 
to maintain agricultural produc- 
tion at a high level in 1953." 

“Prices farmers pay for fertilizer 
are now averaging around 3 per- 
cent higher than a year ago, and 


probably will be slightly higher 
next spring in some areas. Sup- 
plies of nitrogen for the 1952-53 


season probably will exceed those 
for the past season by about 11 
percent. Supplies of phosphates 
and potash available for the 1952- 
53 season probably will exceed 
those for last season by 10 and 17 
percent respectively 


“Prices of miscellaneous farm 
supplies have gone up year by 
year since 1939, and are now the 
highest on record. They wil] aver- 
age slightly higher in 1953. Alum- 
inum production in 1952 is likely 
to exceed one million tons for the 
first time. Copper mill products 
still are far from plentiful, but the 
supply picture is brighter than it 
was a few weeks ago. Containers, 
cotton bags, and bale ties are ex- 
pected to be adequate for 1953 
needs and at or near present 
prices. However, barbed wire and 
woven wire fencing is expected 
to continue scarce through most 
of 1953 

“Current stocks of pesticides ap- 
pear to be high. Current indica- 
tions are that supplies for the 1953 


season will be adequate. Prices 
in 1953 of many important pesti- 
cides probably will not differ 


greatly from those of the 1952 sea- 
son.” 


4 


M-M Transfers Sommers 
to Home Office ... . 


MINNEAPOLIS-MOLINE CO., 
Minn., recently an- 
nounced the transfer of G. A 
Sommers, assistant secretary of 
the company located at the Louis- 
ville plant, to the home office. He 
has been appointed manager of the 
general accounting department 
and will continue his duties as as- 
sistant secretary there. His ap- 
pointment became effective Sep- 
tember 2. 

Mr. Sommers started with the 
B. F. Avery & Sons Company as 
an accountant in 1943. He was 
named secretary of that firm in 
1950 and assistant secretary of the 
Minneapolis-Moline Co. in 1951. 


THE 
Minneapolis, 
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Here's Your 
Answer 

To a 

== Farmers' Need 






Butler Aeration Equipment includes: Butler Grain Bins 






New Butler Aeration Equipment 






Butler Internal Aeration For Safer, More Profitable 
Ducts—for even distribution 


of air through the grain. Grain hh felaelel= 








Butler Fan and Motor 


A ii St abl 
a 






Péen you can sell your customers improved grain storage 
with new, Butler Aeration Equipment 


euleth d . % Farmers need a low-cost method of holding farm-stored grails 
circulating adequate air in “pier ota 


volume through the grain 








wide range of sizes, for 







to prevent the loss of millions of dollats 





every year from grain spoilage due to high moisture contedit 





mass. 





To meet their needs, Butler Aeration Equipment — easily 
installed in Butler Grain Bins—has been developed after yeags 
Extra Profits for You, Too! of on-the-farm research. Farmers get these big advantages 


' from this new Bucler equipment 
Butler Aeration Equipment is a partner for profits —— 
1. Temperature Reduction 


w - . . 

ith best-seller Butler Grain Bins. When you offer Grain temperatures are lowered quickly so that 
your customers this quality combination, you are bacteria, insects and other spoilage factors are not 
offering improved farm storage, earlier harvest profits, harmfully active 


Moisture Reduction 
Aeration will lower the moisture content of the 
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and the opportunity to sell when the market price is 
right 

So be seady 00 help the farmers profit and you'll grain to safer storage levels when continued with 
low humidity air 
profit, oo. Stock and display « Bucler Grain Bin wich Butler Aeration Equipment means safer, more profitable farm 
new Butler Aeration Equipment. storage of rice, soybeans, corn, wheat and other small grains 


It meets the requirements for PMA storage facility loans 


BUTLER MANUFACTURING COMPANY 


7394 East 13th Street, Kansas City 26, Missouri 










for complete details on new, 
‘  profit-building Butler Aera- 
tion equipment! 
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Quirks of Nature Can 
Frustrate Salesmanship 


By Baron Creager 


Wm NATURE can do to an en- 
tire segment of industry, 
when she lays the blistering hand 
of drought upon the land, is vivid- 
ly described in one cryptic sen- 
tence uttered last October by a 
West Texas farm equipment deal- 
er. He said: 

“One of my best farmer cus- 
tomers is digging ditches here in 
town at 75 cents an hour.” 

To one acquainted with the cir- 
cumstances, that told the whole 
story. 

The farmer had suffered suc- 
cessive crop failures. After these 
ate away his resources, he sold 
off the livestock, even the poul- 
try. After that the necessity of 
feeding a family forced him into 
menial labor, the best employ- 
ment available considering his 
qualifications 


Familiar Plight 


That is illustrative of the plight 
of many farmers in this particular 
drought-ridden region, an area 
that has probably suffered more 
acutely than any other in the na- 
tion. This isn't just a one-season 
drought. This has been going on 
for years 

The dealer stood in his show- 
room, where there was no activ- 
ity, and tried to discuss it phil- 
osophically 

“We haven't had a really profit- 
able crop since 1947,” he said 

“This year there wasn’t any crop 
at all, especially cotton. In the past 
six years we have had about three 
years of rainfall, just half of nor- 
mal 

“I have cut from 12 employees 
to seven. I have been studying, 
trying to figure out what I can 
do to cut further if this keeps on 
But I don't see how I can cut any 
more. All I can do is try to hang 
on 

“Tried to keep all my salesmen 
as long as possible. Put them out 
selling appliances, deep freezers 
and refrigerators. That didn’t work 
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out. It was about as effective as 
sending trained city appliance 
salesmen out to sell implements 
to farmers. 

“We're down to one mechanic 
and a helper in the shop and they 
are not very busy. If we get a 
job, it’s just a patch job. Just 
enough to keep equipment going.” 

At that point a coughing tractor 
appeared from around the corner. 
It was a bleached-out tractor driv- 
en by a bleached-out farmer, who 
guided the machine into the deal- 
er’s shop. 

“That one sure needs a paint 
job, but he won't buy a paint job,” 
sighed. the dealer. “Most of the 
stuff around here needs a paint 
job, but nobody is buying paint 
jobs. I'd say about 1 percent of 
the farmers around here have any- 
thing but blue sky storage. That 
tractor there, for instance, is an- 
other patch job.” 

The dealer said a_ substantial 
number of farmers of the region 
had simply pulled stakes and gone 
to Arkansas. These were largely 
tenant farmers, and with them 
went the used tractor market 

Another group of farmers, who 
still had resources, had moved 
westward into irrigated territory 
That dealt another blow to the 
market, Meanwhile, many farm- 
ers and farmers’ wives were work- 
ing at whatever jobs they could 
get in the towns. There was evi- 
dence that other farmers might 
soon be doing the same. On the 
highways were Many passenger 
cars and light trucks pulling stake 
trailers loaded with beef of vary- 
ing ages and bound for market. 

In another community a farm 
equipment dealer said one farmer, 
formerly a good customer, was 
driving a truck in town. A hard- 
ware dealer in the same commun- 
ity said he had at least 25 appli- 
cations from farmers and as many 
more from farm wives who wanted 
jobs. 

There wasn't much a dealer 
could do about it. Although in still 


a third West Texas center at least 
two dealers had determined to sal- 
vage something from the drought 
They bought drilling rigs and went 
into the water well drilling busi- 
ness. 

In this West Texas area it was 
said the cotton crop “won't make 
a bale to the section.” And the 
cotton standing neglected in the 
fields supported the statement. It 
had never shown enough promise 
to justify chopping. 

As a crop, this cotton was a 
ludicrous, pathetic sight. Occas- 
sionally there was an unexplain- 
able, breast-high patch the size 
of a dining room that was being 
picked. But for acres upon acres 
the rows stretched away, little 
pigmy stalks, probably 75 per- 
cent of them four inches high. And 
occasionally one of these four- 
inch stalks would boldly flaunt 
a miniature tuft of white. 

Perhaps 150 miles west, more or 
less depending on geography, there 
was a bumper crop for Pecos, in 
irrigated territory, where thous- 
ands of Latin Americans had been 
assembled for picking. And every 
few miles on the highway there 
was a big truck or several grouped 
trucks, all loaded with mechanical 
cotton pickers and gear, headed 
west 

And still farther west, in the 
lush valley of El Paso, there was 
an even more impressive cotton 
crop. Another irrigated country, 
with sturdy, dense cotton that hid 
all but the heads of pickers. 

Meanwhile, back there under 
the blight of the drought, dealers 
and their once-good customers, the 
farmers, hung on doggedly, pray- 
ing for rain. 

It was a point of utter frustra- 
tion for salesmanship in the farm 
equipment business. 


° 


Dempsey to Manage 
Henry Allen Sales 


J. THomas SMITH, president of 
Detroit Harvester Company, an- 
nounces the appointment of Frank 
L. Dempsey, Jr., as sales manager 
of the company’s newly acquired 
subsidiary, Henry & Allen Corpo- 
ration, of Auburn, N. Y. 

The entire production of this 
new facility is restricted to agri- 
cultural mowers, component parts 
and miscellaneous forgings. Sales 
effort will be expanded to include 
all major agricultural implement 
and garden tractor manufacturers, 
it was announced, 
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Sere looking for something extra when I went 
into the implement business — a certain back- 
ing that showed me my manufacturing partner was 
as interested in my field and sales problems as I was. 


“Sure, I looked at products, service, reputation, 
and future. But I wanted this extra — and I found 
it. That's why today I'm a Massey-Harris dealer. 


“A few years ago Massey-Harris took a good 
look ahead — to the time when business would 
be competitive. And they came up with a long- 
range Sales and Merchandising program that’s 
completely workable and really produces sales 


- 


results. It's been doing it now for 7 years. 


“There’s no secret to the plan. It's based on 
cooperation with dealers . . . sound merchandising 
ideas that make selling easier . . . promotion ideas 
that bring in new business . . . coordinated direct 
mail, dealer helps and national advertising . . . and 
personalized product education that give us com- 
plete knowledge of our equipment. 


“The result is a sound, aggressive program that 


"I sell the line 


the opportunity to grow and prosper right along 
with the Company 


“So, if you're looking for a stronger com 
petitive position . . . for the support and backing 
of a company that looks ahead, do what | did 
look into the Massey-Harris franchise.” 


Write for details 
This plan has helped increase Massey-Harris’ vol- 
ume by more than 2200 per cent since the war. 
You can share in this security and look ahead to 
a brighter future with America’s fastest growing 
full-line implement company. For complete details 
write the Massey-Harris branch nearest you. 


BRANCHES AT 
Atiente, Ge.; Setevie, N. Y.; Columbus, Obie; Dollies, Texas; Denver 
Cole.; Des Moines, lowe; Forge, N. D.; indionapelis, ind.; Kansas City, 
Kon.; Memphis, Tenn; Minneapolis, Minn; Omaha, Nebr.; Portiend 
Ore; Racine, Wis; Stockton, Collf. Sub-brenches: Ameriiie, Texes; 
Enid, Okle.; Grand Forks, N. D.; Horrishurg, Po; Les Angeles, Coll, 
St. Lewis, Me.; Wichite, Kan. 


that gives me more 
support in the field” 





Woke 2 Messey-lornis 


America's fastest growing full-line implement compeny 


opens the way to bigger profit opportunities for 
dealers . . . that gives every Massey-Harris dealer 


SOUTHERN FARM EQUIPMENT Section for DECEMBER, 1952 85 


ee ee ee SEL 














Dearborn Corn Planter 


Dearbern Introduces 
Three New Corn Planters 


ADDITION OF three new corn 
planters—check row, drill and 
hill drop—to the Dearborn farm 
equipment line is announced by G 
D. Andrews, vice-president in 
charge of sales, Dearborn Motors, 
Birmingham, Mich 

Production of the new planter: 
was scheduled to begin in October 
at Wood Bros., Inc., Des Moines 
Iowa, manufacturing subsidiary of 
Dearborn Motors 

The planters are designed for 
planting corn, beans, peas, sor- 
ghums and other row crops. All 
three planters are full lift-type im 
plements, designed to attach to the 
Ford tractor. No levers are re 
quired to throw the planters out 
of gear, since they are ground 
wheel driven and stop planting 
when lifted. A complete selection 
of seed plates is available for use 
with kinds of 
corn. Piates also are available for 
planting other crops 

Among the features of these 
planters is the hitch, which has 
been redesigned to obtain even 
planting in both rows and main 
tain even depth through the action 
of the Ford tractor hydraulic 
mechanism. The new hitch, in con- 
junction with the Ford Tractor’ 
Constant Draft Control, compen- 
sates for changes in weight of the 
seed and fertilizer load while 
planting and eliminates the need 
for gauge wheels when using the 
fertilizer attachment 

The fertilizer attachment, avail- 
able for use with Dearborn corn 
planters, gives an almost vertical 
drop for fertilizer through the full 


various sizes and 
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range of row widths. Fertilizer 
hopper capacity has been increased 
to 85 pounds each. Press wheel 
width has been increased to seven 
inches and the diameter to 24 
inches for more positive drive. 
Row width adjustment can now 
be made from 28 to 44 inches with 
the drill and hill drop planters 
and when drilling with the check 


row planter. Adjustment is from 
38 to 44 inches, inclusive, when 
checking with the check row 
planter. 

Attachments, sold as extra 
equipment, for Dearborn corn 
planters in addition to the ferti- 
lizer attachment, include a disc 
marker, disc openers, hook marker, 
wheel bands, eight-inch gauge 
shoes and hopper extensions, it 
Was announced 


Alexander Names Dickson 
Company Co-ordinator .. . 


ELMER DicKSON has been ap- 
pointed co-ordinator of the Alex- 
ander Manufacturing Co. of Pic- 
ayune, Miss., according to an an- 
nouncement by Paul Garner, presi- 
dent. His duties will include engi- 
neering, both product and plant; 
he will also act as liaison man be- 
tween production and manage- 
ment. Mr. Dickson comes to the 
appointment with both an agri- 
cultura] and industrial background 
of experience and holds a degree 
in engineering. 


FLORIDA CONVENTION 


THE FiLorma Reta. Farm E- 
quipment Association, meeting in 
Orlando, Fla., November 17-18 for 
its seventh annual convention, had 
as a featured speaker, W. J 
Fisher, president of the Farm 
Equipment Institute 

Mr. Fisher, who is a vice presi- 
dent of The Oliver Corp., told the 
group that “the life of our nation 
depends on the soil. Continued im- 
provement of farm machinery has 
insured our people of an abun- 
dance of food, despite the increas- 
ing population, shipments of food 
as aid to foreign countries and the 
decrease in the number of farm 
workers.” 

The number of persons who 
leave farm employment yearly has 
reached alarming proportions, he 
said, and mechanization of agri- 
culture has had to be stepped up 
to make up for the loss of man- 
power 

Mechanization of agriculture is 
only 50 percent complete, he said 
The demand for machinery will 
continue strong if equipment sales- 
men will work on the unmechan- 


ized division of agriculture and en- 
courage the farm equipment indus- 
try to continually improve the ma- 
chinery it manufactures to meet 
the demands of the farmer 

Other speakers on the two-day 
program included: Paul B. Dick- 
man, Vegetable Growers Associa- 
tion of America; Frank J. Hobbs, 
division sales manager, J. I. Case 
Co.; Dr. J. Wayne Reitz, provost, 
College of Agriculture, University 
of Florida; and J. D. Shelvin, man- 
ager, jobbing arrangements, John 
Deere Plow Co.; and W. A. Roberts, 
president, Allis-Chalmers Manu- 
facturing Co 

New officers elected at the clos- 
ing session were: Otto McCollister, 
president, Trenton; J. B. Pike, Live 
Oak, vice president; and directors 
Roy Smith, Orlando; John Jen- 
nings, Lakeland; J. W. Lyle, Winter 


Haven; Ottie Brown, Live Oak: 
George Cooper, Princeton; T. W 
Moss, Jr., Hollywood; George 
Newell, Palatka; B. W. Hart, 
Marianna; and R. P. Jackson, 
Homestead 
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LIGHT BRACKETS AND PULLEY CUTOUTS 


ARE “BUILT IN” WITH HEAT-HOUSER 


MORE ROOM FOR OPERATOR AND NOTHING 
TO INTERFERE WITH NORMAL OPERATION 


PLENTY OF VISION AND 
PROTECTION WITH HEAT.HOUSER 





LONG LASTING SPRING CLIPS INSURE A 
TIGHT FIT AND SIMPLE ADJUSTMENT 
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WINGS AND WINDSHIELD FOLD FORWARD 
OUT OF THE WAY WHEN REQUIRED 


1952 
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POR EXTRA SALES THE NEW HEAT-WOUSER 
CAB IS AVAILABLE AS AN ATTACH. 
MENT. ANOTHER REASON FOR 





MEAT-HOUSER SUPERIORITY 











Cell the Spreaders 
;< most farmers are SOLD on already! * \ 
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Theyre SOLD on em because: 


they have an extra capacity flared wooden box, 
double riveted to a rugged steel frame—a box that 
will not corrode or leak. 












they have the original New Ipea wide spread feo- 
ture that revolutionized manure handling—a feature 
that makes it a spreader, not just an unloader. 







they have a wide upper cylinder that eliminates 
choking and insures thorough pulverization. 






There are many other reasons, but one of the best 
is their known long lasting qualities, high trade-in 
or resale value. 
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FARM EQUIPMENT COMPANY 


















Remember... 
if it's o New Ieee 
it's a good idea 





SUBSIDIARY fy CORPORATION 
COLDWATER, OHIO 
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for you in loaders 
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“HOR? 
ydraulic bolas 


A real help in the handling of ma 
nure. Easy to install, simple to operate, 
quickly demounted by removing only 4 
steel pins 


Available in 3 models to fit a broad 
range of tractors. They have a low clear- 
ance and high lift. They will work under 
any ceiling high enough for the driver to 
operate from tractor seat 


And here's how 
one sale leads to another_ 


—just show on owner what con be done with ony 
of these— 


Pe bs) 
7 
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attachments_ 
_all interchangeable 





Push-Off Stocker Leeder Boom Grepple Fork Pitch Control 


Det Bucket Angle Doser Blode Srrerght Dore: Biode 








Shetwell Premeted te 
Ezee Flew Sales Pest . 


Rove H. SHOTWELL has recent- 


ly been appointed executive vice 
president in charge of sales of the 


Ezee Flow Corp., Chicago, Illinois 
manufacturers of Ezee Flow fer- 
tilizer application equipment 

Mr. Shotwell has a background 
of 20 years in the farm equipment 
field, in both retail and distribu- 





Royle H. Shotwell 


tor capacities. For the past several 
years he was vice president and 
sales manager of Mitchell, Lewis 
& Staver, Portland, Oregon. Be- 
fore joining the MLS organization 
he spent nine years with the John 
Deere Plow Co 
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Lembard Offers New 
Size Chain Saw .. 


FEATURING AN even faster-cut 
ting chain and increased motor 
power, Lombard Governor Corp 
6 Main St Ashland, Mass an 
nounces the addition of a 20 ize 
hain saw to its Woodlot Wonder 


‘ 

line. Along with its new speed and 
power, the new 20° size retains 
all the Woodlot Wonder feature 


The Model 3 class of Woodlot 
Wonder Chain Saws now contains 


16 0”. and bow saw Into each 
f these Lombard engineering 
features cutting-speed light 


weight, ease of handling, and ex- 
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Cutter Bar Attachment 
For Papeec Harvesters . 


A FORAGE HARVESTER cutter bai 
attachment for mowing and chop- 
ping standing hay and forage 
crops is announced by the Papec 
Machine Co., Shortsville, New 
York 

With this cutter bar attachment, 
separate mowing, windrowing and 
raking is eliminated, saving time 
and labor and reducing the chance 
of getting stones into the chop- 
per, it is announced 

The cutter bar attachment is 
mounted on the front of the 
harvester hay pick-up attachment 
and the power-driven sickle takes 
a five-foot swath. A ground-driven 
reel is mounted directly above the 
sickle. Cam-actuated spring on this 
reel in conjunction with the pick- 
up ree] fingers positively transfer 


the cut material to the pick-up 
table apron 
Available this season for the 


Papec Model 151D forage harvest- 
er, cutter bar attachments will also 
be furnished for the Model No. 181 
harvester in 1953 


° 


Jacuzzi Introduces New 
Jet Water System . . 


Jacuzzi Bros. Inc., Richmond, 
Cal., announces the development 
of a new, self-priming jet water 
system. Called the “Multi-Prime”, 
this new shallow well unit will 
provide 35° higher water pres- 
sures and 20° more water at no 
increase in horsepower and at no 
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greater cost than similarly rated 
pumps, it was announced 

The pump contains its own 
built-in check valve, eliminating 
the extra expense of a _ foot 
valve in the well. The Multi- 
Prime is self-priming with or 


without a tank, and the buyer may 
purchase the unit as a complete 
water system with tank or as a 


pump only for use with any tank 
he may already own 

The pump was developed be- 
cause of increased demands by 
home owners for more water pres- 
sure to operate electric dish- 


washers, automatic laundries, lawn 
sprinklers, and other home equip- 
descriptive 
Bros 


literature, 
Inc., Rich- 


ment. For 
write to Jacuzzi 
mond, Calif. 





USDA Predicts Strong 
Demand for Equipment 


Lf FARM INCOMES only mod- 
erately lower than in 1952 
and a further reduction in the a- 
vailable labor force in prospect 
for 1953, southern farmers should 
again present a strong demand fo! 
farm machinery and equipment, 
according to recent observations 
made by the Department of Agri- 
culture 

The government agency in its 
publication, The Farm Cost Situ- 
ation, emphasizes that “such im- 
portant machines as tractors, com- 
bines, corn pickers and balers have 
been increasing steadily in num- 
ber and this trend will probably 
continue for some years. Sufficient 
power and machines will be avail- 
able to maintain agricultural pro- 
duction at a high level in 1953. 

“Costs of farm machinery and 
power in 1953 are expected to be 
moderately higher than in 1952 
Retail prices of farm machines, 
equipment and motor fuel in 1952 


were higher than for any previous 
year but the cost of keeping work- 
stock and prices of tires were mod- 
erately below the record high of 
earlier years.” 

Along with other production 
costs, prices of farm machinery 
advanced slightly during 1951 and 
1952 and in early December were 
about 13 percent above the June 
30, 1950 prices 

The publication points out that 
manufacturers now are faced with 
increased costs of materials and 
labor, and a moderate increase in 
prices seems likely for 1953. 

“Production of farm machinery 
and equipment in 1952 fell below 
the record level of last year and 
it is expected to total the lowest 
for any year since 1948. The prin- 
cipal reasons for the decline are 
the impact of the defense program 
build-up and work stoppages in 
plants producing steel and farm 
machinery.” 
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Cemfort Heaters for 
LPG Tracters .. .- 


Mopets or Comfort Heaters are 
now custom fit to Butane powered 
tractors. The manufacturer states 
that the new models offer all eight 
of the features found in the reg- 
ular Comfort Heater and are a- 
vailable at the same list price 
The complete group of Comfort 
accessories will fit the models 
These include the windshield ex- 
tensions, the cab top and back 
panel. All accessories are optional 
at extra cost 

Regular Comfort Heater models, 
the manufacturer states, will be 
produced in greater quantities this 
year. These are for row crop and 





standard tractors, Fords and Fer- 
gusons. A number of new models 
in addition to the Butane line, soon 
will be announced for crawler 
type tractors 


Complete information on the 
Comfort Heater line can be ob- 
tained from the manufacturer, 


Comfort Equipment Co., 2609 Wal- 


nut, Kansas City, Mo 
° 


Aerequip Offers New 
Counter Display Kits 


BASIC INVENTORIES of hydraulic 
accessories arranged in compact 
counter display kits are offered by 
Aeroquip Corp., Jackson, Michi- 
gan. Four kits are available: Kit 
No. 1 contains bulk hose and hose 
fittings with %” and %” pipe 
threads; Kit No. 2 contains bulk 
hose and hose fittings with 4" pipe 
pipe threads; Kit No. 3 contains 
breakaway couplings and self- 
sealing couplings. These acces- 
sories eliminate the breaking of 


hose lines between tractor and 


implement, prevent loss of hy- 
draulic fluid, and permit changing 
of hydraulic attachments. Kit No 
4 contains replacement parts for 
Aeroquip breakaway couplings. In 
addition to the basic inventory of 
repair parts are detailed service 
instructions. 

Bulk hose may be cut to 
required lengths and equipped 
with detachable, reusable end fit- 
tings. Assembly takes only a few 
minutes and no special tools are 
required. The company said that 
a small supply of bulk hose would 
meet practically all hydraulic hose 





line requirements for all makes of 
farm equipment 








Let this 


STRUNE 


CHAIN SAW 
build Profits for You... NOW! 





. 







FOR BULLETIN 


Describing the outstandmy features 

of the new Strek Chale Sew | Nome 
OrsTRisUTORS: Some desirable 
territories are stil apen. Check bere = Address 
if interested; incteds C] / 

territory covered. Town 





STRUNK EQUIPMENT CO. 
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Greatest Value in 
the Chain Saw Field ! 
only $265.00 


@ 19° 28 ib. one-man sow 
Powerful, Rugged ond Durable 


@ Simplified design assures trouble-free 


operation 


@ Perfect balance for easy handling 
@ Instant starting, dependable gasoli 





@ Chain easily shorpened by operator 
@ Self-lubrication 


I'm | din i ing my profits with 





STRUNK Chain Sews. Send me details immedictely 


Stote , + 





e COATESVILLE, PENNA 
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M-M Model UB Tractor 
Features Greater Power 


A NEW TRACTOR said to have 
more power, greater fuel economy, 
improved ignition system, and new 
comforts for the operator has been 
introduced by the Minneapolis- 
Moline Co., Minneapolis, Minn 

This new tractor, to be called 
the Model UB, will be powered to 
handle three-bottom or four-bot- 
tom plows and will embody im- 
provements and features which 
company officials say rank high in 
preference with most farmers 

Increased power in the new 
Model UB has been made possible 
through improvements in engine 
design, according to company en- 
gineers. It is reported the new 
tractor will develop 49 horsepowe1 
on gasoline and 53 horsepower on 
LP gas, based on sea level con- 
ditions. Tractors of this model will 
have factory-installed equipment 
to utilize LP gas for those prefer- 
ing this type of equipment 

The Model UB will also feature 
a 12-volt ignition system and new 
sealed-beam headlights. The new 
12-volt battery will be situated 
below but to one side of the fuel 
tank so that it can be readily 
serviced without moving the bat- 
tery. The split-beam headlights 
are the type that concentrate the 
light over a wider area just in 
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front and over the immediate 
working area 

Company engineers report that 
the new tractor is designed so that 
the operator can enjoy new com- 
forts whether he prefers to stand 
or be seated while he works. The 
platform was widened to 27 inches 
and raised so that it is now level 
with the transmission case cove! 

The specially designed Flote- 
Ride seat is centered over the 
axle to provide better vision over 
working tools and is adjustable 
for the operator’s weight. It is 
equipped with an improved shock- 
absorbing spring and cylinder and 
it can be adjusted for side-angle 


tilt so that if the tractor is work- 
ing in furrows, the seat can be 
adjusted to correct for this tilt 


The bucket seat can be raised and 
pushed out of the way if the op- 
erator chooses to stand. 

The steering wheel also is cen- 
tered to provide better vision on 
either side of the tractor, and the 
streamlined steering enclosure 
houses the instruments and vari- 
ous gauges. On it is also mounted 
the speed-control lever. As a 
safety feature, the speed-control 
lever is moved forward to increase 
the speed of the engine, and back- 
ward to reduce the speed 
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The brake pedals, one for each 
wheel, are located side by side on 
the right hand side of the tractor 
and the double disc brakes are 
located on the differential counter- 
shaft. The clutch pedal, a spring- 
loaded, foot-operated clutch which 
replaces the hand-operated clutch 
is located on the left-hand side 

Control levers for the belt pul- 
ley clutch and the hydraulic sys- 
tem are also located within easy 
reach of the operator. The con- 
trol handle for live power take- 
off, which is optional equipment, 
is close to the left side of the trac- 
tor seat. The lever is spring-load- 
ed and by holding it back, the 
operator can stop the motion of 
the tractor while the power take- 
off continues to operate 

With the platform raised, the 
lifting roll is located just beneath 
it, out of the operator's way. The 
guard for the power take-off is 
now attached to the housing of 
the shaft and is standard in de- 
sign so that any machine driven 
by power take-off may be quickly 
attached 

Other features this new Model 
UB tractor is reported to have in- 
clude a new and large fuel filter 
new type of valve inserts to im- 
prove valve life, heavy-duty draw- 
bar with a miximum swing of 22 
inches, large capacity tool box 
which will also accommodate a 
pressure grease gun, a muffler 
cap for the exhaust pipe, and fea- 
tures that have always been pop- 
ular on models of the MM Model 
U tractors 

The company announces that 
the Model UB tractor is available 
in three front-end styles: the dual 
wheel universal style, the single 
wheel style for narrow rows, and 
the extendable front axle style 


e 


Simplicity Introduces 
New Garden Tracter . 


Srmp.icity Manufacturing Co., 
Port Washington, Wis., has intro- 
duced the new Model V, 5-horse- 
power garden tractor, which, to- 
gether with the company’s 2- and 
3-horsepower models, is expected 
to round out a line of garden 
tractors to meet any customer re- 
quirements. 

The new Model V is built for 
tough farm jobs and offers selec- 
tive gear transmission, providing 
three speeds forward, plus re- 
verse. It will handle the same 
Simplicity implements as _ are 
presently offered with the 2- and 
3-horsepower units 
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In addition, two new imple- 
ments are being offered, designed 
specifically to take advantage of 
the greater power available in the 
Model V. These are the new 10- 
inch soft center moldboard plow 
and a new rotary tiller. 
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New Strunk Chain Saw 
fer Fall Distribution . 


THe STRUNK Equipment Co., 
Coatesville, Penn., has announced 
that its newly developed 19-inch 
lightweight, one-man chain saw 


is being distributed nationally dur- 
ing this Fall. Officials of the com- 
pany describe the new saw as the 
first chain saw especially designed 
for use by both the farmer and 
professional woodsman 

The Strunk chain saw weighs 
only 28 pounds, has a 19-inch 
blade. Special features of the saw 
include the substitution of alum- 
inum alloy for stee] wherever pos- 
sible in an effort to achieve light- 
ness without sacrificing strength 


. 





and a_ special balance feature 
which lets the lightweight saw 
“walk through the cut” 


° 
Daily Canvassing 
(Continued from page 75) 


which are lacking in the farmer's 
old machine. 
The Piedmont Farm Equipment 


Co. also has embarked upon an- 
other plan for adding prospects 
to its list—the sectional demon- 
stration 

Barkley selects a respected 
farmer in the area who uses the 
company’s lines of equipment and 
gains his consent to use the farm- 
er's land for a demonstration of 
two tractors and three implements 
such as a plow tillage tool and 
subsoiler 

To promote such events Barkley 
sends out 300 postcards, posts 
handbills in country stores, inserts 
daily ads in the newspaper and 
sponsors daily commercials over 
the radio for about two weeks 
prior to the demonstration. As a 
result of this publicity Barkley 
gathers from 50 to 100 observers 
All are asked to register, and to 
stimulate attendance prizes in the 
form of trade certificates redeem- 
able at the company are awarded 
a number of the farmers 

Shortly before the event, com- 
pany mechanics have a rehearsal 
demonstration at the farm to as- 
sure smooth performance the day 
of the event 

On demonstration day machin- 
ery is operated one tractor and one 
tool at a time, first by mechanics 











TYGART 
Tractor | 


PLAN NOW — MORE BUSINESS — BETTER PROFITS 
Over a period of years the TYGART TRACTOR MOUNTED DUSTER has done 
a better job and given better service. Proven in quality and performance. Mount- 
ings for all makes and model tractors. Easy to install, simple to operate. Dealerships 
open in many areas. Write for literature and particulars. 


NEWIDEAL SPRAYER CO. 


NASHVILLE, GEORGIA 
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WOODS 


ROTARY CUTTER 
ind’ MOWER 





e e For use ine « 


7 MOWING PASTURE 
7 STALK SHREDDING 
7 CLEARING LAND 
7 SHREDDING 


COVER CROPS 


Round out your stock with this most 
COMPLETE line of all-purpose 
cutters on the market! 3 cutting 
widths; standard and hydraulic lift 
models. They're versatile as they 
are TOUGH, shredding sage thick 
@s a man's wrist as easily as they 
mow pastures and dozens of other 
NEEDED jobs around the farm. See 
below the features which put Wood's 
FIRST in every section of the country! 





Fits any power take-off, 3/16" safety 
shield, adjusts to 14°, tiple “B" 
drive, all heavy-duty, protected 


vorauulc YY 
LIFT 





WIDTHS 60° and 80° 


WRITE for descriptive literature 
prices, name of nearest distributor 


WOOD BROS. MFG. CO. 


OREGON 2. LLINOS 
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then by any farmer who desires to 
try out the equipment 

During the demonstration farm- 
ers are kept abreast of what is 
done by a running explanation 
given over a public address sys- 
tem 


These sectional demonstrations 
are held weekly. A test demon- 
stration was given last April in 


Burlington, a distance of about 20 
miles from Greensboro. More than 
700 farmers attended, two tractors 
were sold, and late trace- 
able directly to the demonstration 
proved to Barkley the effective- 
ness of this type promotion 

“However, I would say that 75 
percent of our new sales come 
from knocking on doors,’ Barkley 
said 

The company spends about 1% 
percent of their $200,000 annual 
gross volume on _ promotion 
Among other events staged by the 
company is Community Day in 
which refreshments are served, 
customers being entertained by a 
movie and a “hill-billy” band 
Door prizes are awarded to women 
and children. 

“These are excellent 
build up prospects lists,” Barkley 
said. “We follow them up with 
our prospect cards making all the 
entries cited above, and then 
revisit the farms within 30 days.” 


. 


sales 
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Pasture Development 
(Continued from page 78) 


ture cannot be maintained indef- 
initely unless it is mowed occasion- 
ally to keep the grass tender and 
more palatable 

If enough cows are put on the 
crop to keep it grazed so close that 
it does not need mowing, two 
things are likely to happen. The 
cows get hungry and the grass 
passes out of the picture. Pasture 
is mowed to keep the grass tender 
and palatable and also to control 
weeds. If the grass is kept so short 
it doesn’t need mowing, there is 
not much use mowing the weeds. 

A good stand of grass, growing 
vigorously, is the best weed eradi- 
cator we have. In a new pasture 
there will be some annual and 
perennial weeds that will have to 
be prevented from going to seed 
or developing strong root systems 
The annual weeds should be 
mowed often enough to keep them 
from competing with the grass and 
legumes for plant food and mois- 
ture and also to prevent them from 
making seed to reinfest the land. 


The sicklebar mower is avail- 
able on most farms today. The 
newly developed horizontal whirl- 
ing mower is becoming quite pop- 
ular also. It is entirely possible 
that this latter mower will be de- 
veloped into bigger multiple units 
and become popular where there 
are large acreages to be covered 

There will always be use for the 
sicklebar mower on a well-man- 
aged pasture. There will be hay to 
be made in the flush growing sea- 
son. Under present conditions of 
time and labor it will take a side 
delivery rake, either a hay loader 
or a baler, wagons or trucks to 
haul in the hay and in some cases 
an elevator, hayfork, or buckrake 
to store it 

When an adequate acreage of 
the crops that are adapted to our 
climate and land capability class- 
es has been developed into a graz- 
ing program a combine will be 
needed to harvest seed from the 
grass and legume fields. If a 
farmer with a good grazing pro- 
gram does not need a combine he 
has too many cows. 

Perennial grasses and legumes 
such as tall fescue, orchard grass, 
sericea, etc., need to have strong 
root systems if they are going to 
survive and grow vigorously. A 
deep, strong root system cannot 
be developed if the top growth 
is kept grazed off throughout the 
growing season. When these tall- 
growing plants make a seed crop 
they also make a good deep root 


system. The combine saves the 
seed for market or for use on the 
farm. 


In addition to the combine it is 
going to take maintenance appli- 
cations of lime and fertilizer from 
year to year. Fertilizer distribu- 
tors will very likely be used every 
year, From 25 to 50 percent of the 
farm should be fertilized every 
year, depending on the kind of 
soil] and also on whether it is a 
beef or dairy farm 
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Seil Conservation 
(Continued from page 81) 


series of annual Field Days. 

Each year this Field Day is an 
event at the James A. Hill ranch 
Merchants, farmers, ranchers and 
all individuals interested in agri- 
culture are invited and welcome 
There are demonstrations of pas- 
ture improvement, contour farm- 
ing, sub-soiling and terracing. It 


is climaxed with barbecue from 
the Hill pits, with all the trim- 
mings. And from this Field Day 
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came the idea of advertising con- 
servation. 

“To supplement the educational 
value of Field Day, personnel of 
the soil conservation office worked 


up material for the advertise- 
ments,” Hill explains, “and we 
made pictures of local conditions 


to use with the ads 
“We found the most interestinz 
and effective material in our own 


vertisements will deal with soil 
and water conservation. Then we 
will drop the theme for six 
months. However, our advertise- 
ments are not the only ones ap- 
pearing now. Other merchants 
have joined the crusade, including 
the cotton oil mill and another 
farm equipment dealer 

“As I see it, too much cannot be 
said abeut the importance of thi 


out land will not grow a healthy 
vigorous race of peopl 

Hill is a tireless worker in the 
interests of the Texas Hardware 
and Implement Association, of 
which he is a past president. In 
his home town of Alice he is ac- 
church and affairs 
to participate in any 
benefit to 


tive in civic 
and is ready 
project that will be of 


the Alice trade territory 


locale. And we find this type of educational program. In my esti- He is an International Harvester 
advertisement highly acceptable mation it is a ‘must.’ For as the dealer, and his plant at the edge 
to all concerned slogan goes, ‘Save the soil and you’ of Alice is one of the outstandiny 

“Over a six-months period save Main street.’ And, further- _ institutions of its type in Texas 
about one-fourth of our ad- more, the food grown on washed- for equipment and facilities 
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WANT! 
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“Seas TRACTORS: “kh , 
s 2 . 
QQG Opportunity Knocks! 
- — make EXTRA ps “ 2 
4 - seen — a off Attach- 













NEW SAW ATTACHMENT 
Fells Trees, Cuts Wood and Weeds. 
It sells itself ! 





Se8e12¢H.P. 
(| RIDING TRACTORS 
That Will Handle Good Sized Farm 
Lowest cost power. Handles 10, 12. even 
tT l4-inch plows. Cultivates, mows, rakes, 
does dozens of other jobs with ease 
| Works astride or between 42° rows 
Uses Power Take Off Pulley 


OPENINGS for DEALERS . 


Write for Free Literature, Full Details, 
Prices and Information on Desilershipe 


tig e 2ee3eSeH.P. 

WALKING TRACTORS 
for all large and small Gardening 
Sturdy, extra strength construction 
for power and traction. Variable 
speed transmission, individual gang 
tool controls. Model shown ts 3 H.P 
with 10° plow 


NATIONALLY ADVERTISED a PIONEER | IN THE GARDEN TRACTOR INDUSTRY 
Widely used in every state and in for- 


eign countries. SHAW is Best, Most BEIEM fon: 51. Golesborg, t co. 
Profitable Complete Line to Sell! nt St. Galest qa, Kensea 














A TIP to Goulds Dealers 


Here's a Christmas present 
that means years of comfort 
and convenience to a whole 
family! 


THE CHIEF ENGINEER 


of one of the leading farm fecturers stetes thet 
we are only nicely started on power "temniap-—thet the everage 
farmer still does 60% of his work manually. Constant change— 
something new—something better—is « charecteristic of Amer- 
ica. The easiest way to keep up to date regarding new equip- 
ment and methods of farming operation is thru the pages of 
SOUTHERN FARM EQUIPMENT. 

If you are not already « subscriber, send in your $1.00 today for 
@ yearly subscription or $2.00 for three years. 


SOUTHERN FARM EQUIPMENT 
section of 





Feature the Balanced-Flow 
—and the other dependable 
Goulds pumps — sew! For 
you, it means — extra Christ 
“as profits this year 





ne 


1 GOULDS Balanced-Flow JET 
SOUTHERN HARDWARE for Shallow Wells 
806 Peachtree Street, N.E Atlanta 5, Georg 


' ss oe GOULDS Water Systems 
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Goulds Pumps inc. 
Senece Folls, N.Y. 
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Write or phone today— 


Carden 


PAGE 


will make more money for you! 
Every PAGE tractor is packed with 


more features, more satisfied cus- 
tomers and more money for 
you! Every tractor guaran- 

teed, backed by over 25 
years’ experience! 


Tractors 


OVER SIXTY 
—~}, ATTACHMENTS 
AVAILABLE! 


© Wolking, riding models—2 to 6HP 

© Gear-driven transmission (like big farm tractors) 
with direct drive—no belts or chains. 

© Reverse gear and “instant hitch” on every model. 

© Also new 1 wheel Page “Bantam” 


WO OTHER GARDEN TRACTOR GIVES YOU AS MUCH FOR THE MONEY! 


Complete catalogs end literature 
to help you sell more, PLUS intensive 
national advertising program! 
See how easy it is to 
become a money-making Page dealer! 








PAGE 


GARDEN TRACTORS Phone: EXchange 7177 
2276 Peachtree Road, N.W., Atlanta, Ga. 
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SERVICE 


SHARES 






Patterns are available 
for practically all 
plows, listers, middle- 


Fully 
GUARANTEED 


AS TO QUALITY, 
FIT, AND 
FINISH 


breakers in No. 1 soft 
center or No. 2 cru- 
cible steel of the high- 
est quality obtainable. 
Send today for catalog 
and trade prices. 


STAR MANUFACTURING COMPANY 
wors 
ILLINOIS, U.S. A 


DIVISION OF TLE be ee ee 


CARPENTERSVILLE est. 1873 
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PLAN NOW FOR ‘53 
MAKE MT. HAWLEY YOUR NO. 1 LINE! 


Hi-Lift” models have been added for 40 to 50 ft 
silo duty. No other line offers @ fully portable / 
one-man elevator in this field 

Thus with the Mt. Hawley you cover the 
field in 26 ft. to SO ft. standard machines in 
2 ft. multiples for smell grain, ear corn 


Twice as many Mt Hewleys met new owners in 
52 as last year. Only a fine product, with intense 
customer appeal, could meke such a sales gein 
irrespective of dealer and jobber support. As more 
farmers learn about Mt. Hawleys, you will find it 
easier to sell with it, rather than against it. For 
Mt. Hawley is an all-purpose, all-territory elevator and beles thru 66 to 74 ft. for silage 


thet handles o// farm crops in a faster, easier, low and “far-back” bele delivery 
Minimize your inventory problem 


cost way. 
Even silo filling has been added to the long list for ‘53. Make Mt. Hewley your 
of jobs well done. 66 and 74 foot, extra long No. | line! 


showing how 16° wide boles con be 
into @ Mt. Hawley with @ simple 
odjusteble bole chute 














Mode! 274. 74 ##. Silo Elevetor immediate delivery eaveileble 
Ao vet 51 9 on @ limited number of “Hi 
MY rae) ee ae Se Litt” elevetors ef 1952 prices. 
. tically. Copecity up fo @ ton Thich-Coet” galvonized steel 
per min of course i 
Mt. Hawley Airport Dept. 8-5 Peoria 4, il 














Special analysis “hot top’ steel makes “EMPIRE 
tillage tools split-proof and curl-proof. ‘EMPIRE’ built c 
products are scientifically heat treated by our exclusive 





HEAT TREATED 
FOR TOUGHNESS — Isothermal process for extra springiness, clean scouring 


TEMPERED keen cutting and longer life. There are none better 


COR. CERTSRMANES apy pays to sell the line with ready trade acceptance.” 


THE EMPIRE PLOW COMPANY 


magic sd 





at wtcaad (“talaty ‘4 


CLEVELAND 27, OHIO 
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Foam Rubber 


Colorful 
plastic coated fabric. At- 
tached in two minutes. Will 


mat! 


water-resistant 





not 


Patenteo 


THE FAMOUS deep-padded, body-fitting MENDY Posture 
Tractor Cushion makes an ideal farm item. Big and soft, it 
absorbs rough riding like a sponge. Ruggedly built, sectionally 


stitched, double-sewn seams, heavy tie cords. 


Take advantage of current low prices! Or- 
der TODAY from your local distributor or 
write us for your nearest source of supply. 


311 Bell St 


Montgomery 
Alabama 






















WHiZ 20" 


BUILT TO DO A 


See your jobber first, if be 
does not carry ROOT Saws and 
Mowers write for Catalog and 
Discount Sheets. 





ae 
Power Saw 


BETTER JOB CUTTING 
TREES @ FIREWOOD e BRUSH @ WEEDS 


A bonus profit producer—built to sell through 
performance and a real demonstrator. Sells to 
Estate Owners, Farmers, Highway Departments 
and Right of Way Contractors. Handles any 
Sawing, Trimming or Mowing job up to 12” 








Also available: 
26" SAW with & 
h.p. gasoline en- 
gine. 





MANUFACTURING CO., INC. 


127 E. ELEVENTH ST.. BAXTER SPRINGS, KANSAS 
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PACTS FC crs POR WYDUSTRY 


ae INTERNAL COMBUSTION ENGINES 
EXCEPT AUTOMOTIVE AND AIRCRAFT 


ves! 
ptm, 


provi? 
of Overwhelming Preference for 


WISCONSIN 4.-c.c- ENGINES 


50.61% of Aggregate Total, 3 to 40 H. P. Engines 
made in 1950-51 were WISCONSINS 
















The picture gets better and better! More and more 
manufacturers of power-operated farm equipment are 
specifying Wisconsin Engines as standard power units 
on their machines. More and more farmers are 
demanding Wisconsin Air-Cooled Engines for the 
most dependable, all-weather field service 

and low-cost maintenance. 



















Models ABN, AKN, AEN 
Single cylinder engines 





Positive proof of this constantly growing preference 

for Wisconsin Engines is provided in the latest 

“Facts for Industry” report on internal combustion engine 

production, issued by the U. S. Bureau of Census 

(released Sept. 5, 1952). Based on the figures contained 

in this report, Wisconsin Motor Corporation produced 

an aggregate average of 50.61% of ALL carburetor type 

engines for the combined years 1950-'51, within an 

11 to 175 cu. in. displacement range (approx. 3 to 40 H.P.) 
. exclusive of automotive and aircraft, marine 

outboard and so-called “captive” engines built and 

incorporated into the equipment of the same company. 

These figures are significant not only because they 

indicate outstanding world leadership in the manufacture 

of heavy-duty air-cooled engines, but also because 

they reflect enthusiastic UNIVERSAL ACCEPTANCE of 

these engines by people who are your customers! 

And you, as farm equipment dealer, should be interested 

in this because it makes your selling job and 

servicing easier and more profitable, 


WISCONSIN MOTOR CORPORATION 


jer f Heavy-Duty Air-C led Engines 
MILWAUKEE 46, WISCONSIN 


Models AFH, AGH, 
AHH — single cylin 
der engines 6 to 9 hp. 








2. cylinder engines 
7 to 14% hp. 












Models VE4, VF4, 
vP4e0, VG40 — FF 
V-type 4.cylinder O 
engines | Sto 36 hp. 






4 
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New 


measure 


of machinery 


value 





Traditionally, land was almost the sole mea- 
sure of farm worth and earning ability. Now, 
power machinery has a growing place in the 
picture. 


Today, the valuation of tractors on farms 
is up more than 630 percent from 1940. In 12 
years, it has risen from 501 million dollars to 
3 billion 670 million. In the same period, the 
value of all U. S. farm real estate has less 
than doubled. 


This year, the investment in farm ma- 
chinery and motor vehicles stands at 16 per- 
cent of the value of all farm land and build- 
ings. Add livestock, money in the bank, 
bonds, etc. to machinery, and the total is 44 


Guat 












RATE OF INCREASE IN VALUE 
SINCE 1940 











percent .. . leaving real estate as only 56 per- 
cent of today’s total farm assets. 


So now, as never before, a successful 
farm operation depends on the right tractors 
and machinery, properly used. From here on, 
power equipment will be measured as a major 
item in the production capacity of every farm. 


Today, Allis-Chalmers dealers are selling 
major business assets, not just tools to do a 
job. In their hands lie much of the produc- 
tion capacity and general welfare of the far- 
mers they serve. 

Here is a new measure of machinery 
value — and of the dealer who helps select 
the right combination for every farm. 





Behind the terrific growth of farm machinery use are outstanding machines . . . priced for home ownership. 





Reto Baler 





san Ale Cheimers I rademart 

























with cord, Fed. Tax Incl. 


NATIONALLY ADVERTISED 
IN FULL COLOR 





@ WEVER NEEDS POLISHING! 


Glistening chrome on sturdy 
MIRRO aluminum, always 
shines like new ! 


@ COMPLETELY AUTOMATIC! 


Just put in —— coffee and 
cold water to make 4 to 8 cups : 
and plug it in! 


@ STARTS PERKING IN SECONDS! 


@ STOPS AUTOMATICALLY WHEN 
COFFEE IS DONE! 


@ CHANGES AUTOMATICALLY TO 
AN INDEPENDENT LOW-HEAT 
ELEMENT ! 


@ AUTOMATICALLY KEEPS COFFEE 
DRINKING-HOT TILL POURED! 


Buy This New Chrome 
MIRRO-MATIC from 


4. Your MIRRO Jobb 
chrome -on-aluminum {or the ultimate in luxury _— mamead 


conmmpleloly aulomealr for the ultimate in ease M | R R O 


THE FINEST ALUMINUM 


ALUMINUM GOODS MANUFACTURING COMPANY * MANITOWOC, WISCONSIN 


AVENUE 6B NEW YORK MERCHAN c= MAR 


A Pioneer Maker of ELECTRIC PERCOLATORS...millions made under various brand names 
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@ They're Ingersoll Heat-Treated discs 


They're “flying saucers” when it comes to 
getting the tillage job done fast and right. 

because... 
y 4 They're heat-treated by a special, long 
draw process—exclusive with Ingersoll—two 
No M b assure proper hardness and greater uni- 
f é a out formity. That eliminates warping and brit- 
tleness, adds extra toughness and resist- 

d ance to abrasion 


a hos Flying Saucers iii ali ia a i 


10 ullage implements made today 


f on American Farms! They'ce Gest choice of facmers when sx 


placements are needed 


They're always available from the manu 
facturer of the tillage implements you sell 


. 
Above Allis-Chaimers Model CA tractor pulling disc plow 


Right Athens Series “G" Morrow. Both equipped with 
Ingersoll Heat-Treated Discs 


*Pat. Pend 
SPECIALISTS IN TILLAGE STEEL « WORLD'S 
LARGEST MANUFACTURER OF DISCS 


Borg-Warner Corporation 
310 South Michigan Avenue, Chicago 4, Illinois 


BW INGERSOLL PRODUCTS DIVISION 
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